





Rubber Products 
for Industry 


CONCENTRATION 





—on the Condor Line of Mechanical 
Rubber Products and Industrial 
Asbestos Friction Material—aided 
by Manhattan Field Specialists—means growing profits for you. 
Each Condor item is an engineered product. You can depend 
on it to give economical service and to measure up to the special 
requirements of the task for which each one is recommended. 





The Condor Line serves all Industrial Markets—has for 38 years! 





The Manhattan Rubber Mfg. Division 


of RAYBESTOS-MANHATTAN, Inc. 


Executive Offices and Factories 
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Ben Butterfield 


Ben joined Greenfield in 1925 and has 
represented us with conspicuous suc 
cess in several sections of the country. 
His present territory is Baltimore, 
Washington and surrounding cities. 
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John Penny 


Penny has been with Greenfield only 
four years. He’s the baby of the 


™ sales force. But his Ohio customers 

J , are agreed that he's “some baby”. 
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It’s easy 





if you concentrate on the quick selling assortments. You need 
three or four of the standard “Little Giant” sets, and three or four 
“OK” sets to handle the low price demand. We know from years of ex 
perience just what assortments sell best, and we can help any hardware 
or supply house to make the best possible selection. 











At the right you see an “OK” 
311. This is the most popular 
and fastest selling screw plate 
ever put out at popular low 
prices. Other quick moving 
“OK” sets are “OK” 1 and 
“OK” &. 


How Greenfield Packing 
Practice 
Profits Distributors 


Every distributor knows that screw 
plates are expensive to re-ship because 
of their awkward shape. 

Ta both protect the varnished case 
from careless handling and to re- 
duce distributors’ re-shipping expensé 
to the minimum, all popular brands 
of Greenfield Serew Plates are en- 
closed in corrugated shipping con- 
tainers, labelled on the outside as well 
as inside. They can be put in stock 
without removing containers. ‘To re- 


At the left is a “Little 
Giant” No. 5—-one of the 
best selling assortments we 
make. Other good ones are 
No. 1, No. 7, and Nos. 310 
and 311 combination sets for 


automotive work. 





ship—merely affix your regular shipping 
label. 


Just contrast this quick, easy and inex- 
pensive method with the usual way of 
making a wooden packing box. It means 
an extra profit of nearly a dollar on 
every screw plate sale. 

















Paul Browning 
Paul spent several years at the home 
office and knows the Greenfield line 
forward and backward. His present 
headquarters is Indianapolis. 


General Repair 
Reamer Business 


There is a sizeable volume of business 
in the several types of taper and 
burring reamers in the Greenfield line. 
They are available with round shanks 
for electric drill use or with bit brace 
shanks. And they move quicky when 
displayed in the handsome metal stand 
furnished free on request. Ask about 
them next time a Greenfield man vis- 
its you. 


Tru-Lede Taps 

Going Strong 
Distributors with large industrial cus 
tomers are noticing a growing demand 
for ‘Tru-Lede Taps. Their remark 
able performance is very evident on 
all production jobs. And their at- 
tractive price--no more than ordinary 
high speed steel taps— causes them to 
sell easily. Have you our ‘Tru-Lede 
folder? 


GREE 
TOOL 


ELD’S 
JINES 





1. Screw Plates 
2. Taps 

3. Dies 

4. Twist Drills 
5. Reamers 

» Gages 

7. Pipe Tools 

8. Machine Tools 
















Simplify 
Your Selling 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 
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General Manager 
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Sales Promotion Manager 
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Sales Manager 
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Type No. CC7 


7" blade, maximum cutting 
capacity 2” 


2TANLE 


Safety Saws 


The only 100% 
SAFE portable, AA. 
electric 


Type No. CC9 


9" blade, maximum cutting 
capacity 3" (Base adjustable 
for bevel cuts) 


THE fastest cutting 


and most efficient 
portable electric saws 
on the market. 


Some of the features which appeal to 
Type No. CC12 every user are: The powerful motors, 
12” blade, maximum the strong aluminum alloy housing, 
al anaes the heavy duty ball bearings, the depth 
gauge which permits quick adjustment 
for depth of cut. 


The blade is positively guarded to pre- 
vent injury. Guard instantly covers the 
blade except when the trip is in contact 
with the work. 


Can be furnished with air motors for 
Type No. CC16 use where electric power is not available. 
16” blade, maximum cutting capacity 6’. The only power 
hand saw on the market that will cut to a depth of 6inches. 


Send for catalogs of the full line 
of Stanley Electric Tools 


THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 


Sales Offices and Service Stations: 


New York Chicago Philadelphia Detroit Boston Buffalo Cleveland 
Cincinnati Kansas City Richmond Dallas Los Angeles Seattle 
San Francisco Oakland Montreal Toronto 


STANLEY ELECTRIC TOOLS 
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N spite of all the uncomplimentary things that have 
been said and are being said about the Distributor’s 
salesman, Republic knows he is as smart... as alive 
.as hard working as any individual. His failures have 
not been the result of his own indifference, laziness, or 
lack of gray matter . . . but in most cases have been due 
entirely to lack of understanding regarding his line. 





Republic is always seeking ways and means of helping 
Distributor’s Salesmen. It has paid .... both Republic 
and the Distributor. 


THE 5-POINT POLICY 


A line of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering 
service results that should be reasonbly expected. 


3. A price basis inducing and making possible aggressive competition 
with reasonable profit return. 


4. Freedom from competition from his source of supply, either direct or 
indirect, among the trade covered by his day-to-day solicitation. 


5. Selling helps of reasonable amounts so that his sales force may be 
given the advantage of specialized training and a knowledge of 
the product sold. 


THE REPUBLIC RUBBER COMPANY 
YOUNGSTOWN, OHIO 
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Reamers 
that increase 
net profits 








You can sell MORSE reamers 
to the manufacturer today on 
the strength of their ability 
to increase his net profits by 
lowerin3?, his production cost. 























ger More than ever before 
includes manufacturers are 
High Speed and Carbon looking for Zreater 
DRILLS ° 
REAMERS economy in produc- 
CUTTERS e 
TAPS AND DIES tion — and more and 
— more do they appreci- 
CHUCKS 4 
an ate that finely made 
ee MORSE tools increase 
SOCKETS production and there- 
SLEEVES e . 
by increase net profits. 





MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS.,U.S.A. 
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CUT CRATING COSTS WITH BOLTS 


Containers for bulky, heavy articles can be 
simplified with the use of RB & W bolts and nuts 










To reduce the cost of your 
shipping containers, consider 
the use of R B & W Bolts 
and Nuts. Numerous ship- 
pers of heavy machinery and 
other bulky objects have 
saved money in several ways 
by adopting bolting material. 
Here are a few savings that 
can be accomplished: 

1. Less wood required in crate. 
2. Less time and labor required. 
3. Less gross weight per article shipped 

in the crate. 
4. Less freight paid because of lighter 
weight. 

Corollary advantages are increased 
strengthand added protection, and quicker 
unpacking at destination. A bolted crate 
is often used again, by certain shippers 
who erect the equipment they sell. Over- 
haul your shipping room methods, and 
see for yourself how you can increase 
efficiency by modern packing methods 
aided by the use of R B & W Bolts and 
Nuts. 

You will find R B & W Bolts and Nuts 
the best to use for this as for all other 
purposes, because of their consistent 
high quality, uniform 
strength and ease of as- 


sembly. 


RUSSELL, BURDSALL & WARD 
BOLT & NUT CO, 


PORT CHESTER, N. Y., ROCK FALLS, ILL. 
CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, Chicago, 
San Francisco, Los Angeles, Seattle, Portland, Ore. 
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LOOK UNDER YOUR 
V-BELT DRIVES FOR SAVINGS 








AMERICAN 
WEDGBELT 
DRIVES 








HERE you find rubber dust, you find frequent belt replace- 
ments. You need WEDGBELT Pulleys. 


WEDGBELT Sheaves of Pressed Steel were designed to save belts. 
Die-pressed with beautiful accuracy from bright rolled steel, they 
present a velvet-smooth groove surface for perfect belt contact 
—a surface that is unscored or roughened by tool marks. 





The construction of WEDGBELT Pulleys assures correct angular 
relation to the belt and uniform belt stress. It likewise provides 
rapid dissipation of frictional heat, saving the belts from pre- 
mature deterioration. 





A WEDGBELT Pulley—used at least for the driving sheave, where the 


— maximum belt flex and friction occur—will im- 
MER I CA prove tne service and reduce the maintenance 
HANGERS | PULLEYS cost of any V-Belt Drive to a marked degree. 
oe ae WEDGBELT Pulleys are available through your 
mill supply dealer, either separately or as a 
part of complete American WEDGBELT Drives. 


Whether you buy complete drives or assemble 


wos a ener eae 





Engineering \ A new simplified V- Drive Handbook will be 
Determine / Yi) sent on request. Write 

Your Type 

of Drive 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 





AMERICAN 
SPRUCOLITE 
PULLEYS 
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Electric Hand Saw 


Open up new accounts! Attract old ones with a 
new, better article! Outsell competition! Boost 
sales and profits! These are some of the advantages 
that distributors are effecting now with the new ball 
bearing U.S. Electric Hand Saw. 


Many Exclusive Features 


You can offer many new features to be had only 
in this sturdy saw. For instance, only two simple 
adjustments (patented new type) set the U. S. Saw 
instantly for any depth within the blade width, and 
for any angle up to 60 degrees without a try-square: 
New type, heat-treated, double reduction gear as- 
sures greater power from the universal motor (A. C. 
or D. C., 60 cycles or less, 110, 220, 250 volts). 
Clear vision blower keeps sawdust from markings. 


Does 96% of All Cutting! 


Rafter, bevel, cross, rip, plane, floor and pocket 
cutting on stone, slate, wet or dry wood and other 
materials is accomplished with the U. S. Electric 
Hand Saw. In addition to its exceptional power 
and speed in hardest service, this saw is the lightest 
made—the large size weighing only 2614 pounds, 
approximately ten pounds less than any other its 
size! Other exclusive features plus all the 
fine points of highest priced saws make this 
absolutely the finest and easiest to sell on 
the market today. 

Five sizes saw to 1-7/8, 2-5/8, 3-1/16, 
3-9/16 and 4-1/8-inch depths. Send for a 
stock and full particulars today. 


Sold Exclusively 








ellers | 


Golf Club Polisher 


Here’s another new best seller that is proving 
unusually profitable now with distributors—the U. S. 
Golf Club Polisher, the only real machine designed 
especially for this service. Every golf professional, 
particularly, is a live prospect right now. 

The one-horsepower motor (repulsion-induction 
type) turns at 1750 r.p.m. Shaft is 30 inches over 
all, with 6-inch extension from motor. Ball 
bearings throughout. Furnished complete 
ready to use with wire brush, polishing 
wheel, buffing wheel, rubber covered cable 
(15 ft.), and polishing compound. Typical, 
rugged U. S. construction. Priced to sell 
readily. Write for particulars today. 


Thru Distributors 


The United States Electrical Tool Co. 


Oldest Builders of Electric Drills and Grinders in the World 


Dept. H. 2498 W. Sixth Street, Cincinnati, Ohio 
Export Sales Representatives—WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York City 


Canadian Division—MAPLE LEAF ELECTRIC TOOLS, Ltd.—Toronto 
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ELIMINATION OF 
~ WASTE EFFORT 


OPEN LETTER 
No. 8 


By F. W. KNOTT 


In these days of stress and 
retrenchment, we believe that 
consideration should be given to 
products which can be distrib- 
uted with the least possible 
effort. 


Many articles returning the same 
apparent margin of profit re- 
quire a considerable amount of 
packing, handling, wrapping, 
etc., on the part of the delivery 
department. 


We believe that we are safe in 
saying that there are very few 
articles handled by the mill sup- 
ply dealer which can be stocked 
and distributed with as little at- 
tendant expense as Detroit Belt 
Lacer products. 


Supplement that with the follow- 
ing facts: 
The Investment is Compara- 
tively Small— 
The Turnover Comparatively 
Large— 
The Margin of Profit Com- 
paratively Large— 
and the Mill Supply Dealer has 
sufficient reason to select Detroit 
Belt Lacer products as one of 


the items receiving preferential 
consideration. 


F. W. Knott, 


President 


DETROIT BELT LACER CO. 
3961 A Street 
Detroit, Michigan 











ASBESTOS 


PISTON 


RUBBER SHEET PACKING 


Indian Red, a general-purpose 
packing in steady demand for 
air, hot water or steam. Fur- 
nished in rolls; stocked in 
thicknesses ','’ to 14’’. S-9, a 
general-purpose, all-rubber 
sheet stocked in thicknesses 
” to x4’’. 


Cloth Inserted Sheet, Gulf 
and XX Grades. Standard cold 
water packings furnished in 
rolls or strips. Stock thick- 
nesses '4’'’ and ¥’’. 


Diaphragm Sheet, very flexible 
and strong. Used by manufac- 
turers of gas and heat regula- 
tors, and by pipe fitters in re- 
pair work. Stocked in thick- 
nesses }%'' to 4’’ 


SHEET PACKING 


Elbon grade, very widely used 
for flanges and joints. Suit- 
able for use with all fluids, for 
hydraulic pressures up to 1500 
lbs., superheated steam pres- 
sures up to 250 Ibs., and tem- 
peratures up to 600°F. X-70 
grade, newly developed, un- 
usually strong, compact and 
oil-resistant. Furnished in 
sheets of various dimensions. 
Stocked in sizes 50 x 50'’, 50 x 
150’’, 40 x 120’’, thicknesses 
do"’, 16’ and 18"’. 


HYDRAULIC PACKING 


Diamond Square Duck 
for plunger end of hot 
or cold water pumps. 
Stock sizes '4''to1'"’, 
12'4 ft. coils. 


Defiance ‘‘U"’ Type for hy- 
draulic presses and rams. 
Tough, flexible, long wearing. 
Better than leather for this 
service, and less expensive. 
Furnished in rings of any 
standard diameter. 


PACKING 


Titan Grade, square duck, 
rubber-covered and lubricated 
with graphite. For steam 
pressures up to 80 Ibs. Used in 
stuffing boxes on steam valves, 
swivel joints, steam end of 
water pumps, and around 
valve gear and piston rods on 
Corliss engines. Stock sizes 
4'' to 15¢'’, 124% ft. spiraled 
coils. 


GASKETS 


Round and oval gaskets, cut 
from Red Sheet or from As- 
bestos Sheet, and punched 
with bolt holes as specified. A 
complete range of all standard 
sizes. Diamond molded and 
lathe-cut gaskets are also 
available in great variety. 





AND YET AGAIN... 


A FIFTH 


OPPORTUNITY 


o make the elements work for us, 
‘te must confine them under heavy 
pressure air, steam and water. That 
is why there is such a constant de- 
mand for packings of various types. 

Every steam, gas, oil and automo- 
bile engine demands packing. Every 
pump, no matter what the liquid 
handled, every compressor, whether 
for air or gas, every hydraulic ram, no 
matter what the service it performs. 

The Diamond line of packings does 
not include packing specialties. It is a 
line of standard packing items for 
which there is a steady demand, mak- 
ing them profitable for the distributor 
to handle, without any risk of carry- 
ing dead stock. 

Under present conditions the sensi- 
ble, profitable policy for the distribu- 
tor is to standardize his lines, and re- 
duce the number of them so as to 
carry only enough to meet the service 
conditions actually encountered by 
his trade. Three or four types of Com- 
pressed Asbestos Sheet may enable 
you to cater to a customer’s fancy, 
but one or two will do every kind of 
work required. The line of packings 
presented here is the outgrowth of 
many years’ practical experience with 
the varied packing requirements of 
American industry, 


Ole rityits! 
VARKETING PROGHAM 


1931 





Where is the Packing? 


HERE is one material always present in a 
. plant, all-important, yet out of sight, 
—the packing. 

All joints of the engine are protected with 
sheet packing of some sort, the piston rod and 
valve stems are also packed, and all pipe lines, 
except those ground or welded. must have pack- 


ing between the flanges of every joint. 





In photos | and 2 the packing is between the 
bolted flanges at the joints. It may be either Red 


Sheet or Asbestos Sheet. j 





In Nos. 3 and 4 the pipes are asbestos cov- 
ered. indicating a degree of heat requiring 
Asbestos Sheet. 





In the last two installations. and in No. 5. 
2. Either Red Sheet 
or Asbestos Sheet is 
suitable for flange 
packing 


piston packing is also used around the valve 
stems and the pistons. 

Steam lines must carry pressures ranging 
from 50 Ibs. to 300 Ibs. or production will 
slump immediately. Air pressures must’ be 


maintained at 50 to 100 Ibs. to make pneumatic 





tools effective. Hydraulic presses cannot oper- 


ate properly unless the packing is tight and 


Scnananial 


strong enough to maintain pressures running 
up to 8.000 Ibs. per sq. in. 
Poor packing betrays its presence by the hiss 


of escaping steam. or the wasteful drip of 





liquids. Good packing is never noticeable in 


_ . » : . i 
use. The first cost of packing is of compara- 
tively slight importance. The really important ‘ 


thing is to have dependable quality, for a pack- 


ing failure means the slowing down or com- 






plete suspension of operations. and much 


5. Here piston 
packing is used 
around valve 
stems and pis- 
tons. 


waste of time and labor in replacing the de- 


fective packing. 





FOR DETAILED INFORMATION ON DIAMOND PRODUCTS 
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How to capitalize on 


the demand for packings — 


SEE 


Red Sheet is a steam packing used in large 
quantities by the plumbing trade. in small steam 
plants and in large plants for low-pressure water 
lines where a soft packing is required. 

Sheet Rubber of the 6-9 type is generally used 
as a cold water packing. in port and hatch gaskets 
for marine service. ete. 

Cloth Inserted Sheet is the cheapest form of 
sheet packing. and is used for water and air at 
low temperatures and pressures. 

Diaphragm Sheet Packing is growing in vol- 
ume because of the increasing use of heat and 
pressure regulators everywhere. 

\sbestos Sheet Packing is for steam pressures 
of 100 Ibs. and over. and for conditions where 
the packing must encounter oil, acids or alkalies. 
There are various grades for different conditions. 
The distributor should standardize on one grade 
to meet the largest demand in his territory. stock 
it. and draw upon us for the more special re- 
quirements of his trade. It has a large and steady 
demand. 

In the Diamond line a new offering is now 
available. and particularly attractive as a source 
of distributor profits. This is our Defianee “U” 
Type Packing for hydraulic machinery, which is 
superior to older types in flexibility, in its re- 
sistance to heat and oil. snug fit. and length of 
service. [tis applicable wherever leather has been 
previously used. is more efficient and longer 
wearing. lower in cost to the user, and very 


profitable to the distributor. 


OUR 10 PAGES IN THE MILL 





It is estimated that sales of the va- 
rious types of rubber packings 
have averaged about $5,000,000 
for several yvears past. 


A really worth-while market. 


There are steady repeat sales 
and additional profits to be had 
through the sale of Rubber 
Pump Valves. This item is often 
overlooked beeause, like the 
packing, it is out of sight inside 
the pump. Ask us for detailed in- 


formation, without: obligation. 
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Here is the distributor market 


for Rubber Packings 





SERVICE INDUSTRIES MANUFACTURING INDUSTRIES 





Transportation Process Industries 


“hemical rd 
Railways..... Power House engines and pumps; steam and Chen ate and 7 : : 
Peg eee Fertilizers . .vccaee Engines; steam, air and water lines; water, 
5 7 _ g 1-« ‘ 
ai : 2 sand and acid pumps. 
Engines, condensers, piping, port and hatch gas Ceramics, Brick and 
<ets; air, ballast, circulating, Tile Engines; hydraulic presses; water, slip and oil 
boiler feed, and fuel oil pumps; ice machines Col |} pumps; water, steam and air lines. 
oke 
tured Ge Oil, gas, boiler feed and air pumps; exhausters, 
tar stills, piping. 





Public ltilities 
Electr Light and Cement & Gypsum... Engines; water, pneumatic, oil, slurry and 
Power Plants...... Engines, pumps and steam lines; pumps and boiler feed pumps; steam, air, water and slurry 
piping for powdered coal lines; pumps and piping for cement and 
Water Works and F powdered coal. 
tration teerere Engines, pumps and water lines. MON uieesees a Engines; hydraulic lifts: boiler feed, water, 
vacuum, air and oil pumps; steam and air lines. 





Basic Industries Cotton Seed Oil......| Engines; hydraulic cake formers, presses and 
rams; pumps. 





Engines; boiler feed and 


1 water lines 


and 


water pumps; steam Paper Mille. ..cceces Engines, turbines, paper machines; water and 
vacuum pumps; water and steam lines. 





iler feed, air, water and oil 





Food Industries 
Engines; steam and air lines; fe 


mine pumps Suser MANS... + 06-06 Engines; rotary, centrifugal, irrigation, turbine 

Engines; vacuum, filtrate and vy imps and water pumps; hydraulic presses; water and 

steam and air lines. y » pipe lines; special gaskets for evaporators, 

etc. 

. “anning and Preserv- 

Engines; water, slush, oil, and vac umps Canning and Preserv = 

oil stills and storage tanks: pipe es ar Engines; exhausters, steamers, cookers; brine, 
: water and boiler feed pumps. 

Engines; ice machines; air, brine, and ammonia 


- pumps; ammonia and air lines. 
Engines and pumps 








Water and steam lines, piping, heat regulat« VMeral Refining 


Engines; water, fuel oil and asphalt pump Industries 


Re a ee ee sins Smelting & Refining..| Steam Engines: hydraulic plungers, shears, 

strippers and manipulators; boiler feed and oil 

pumps; gas regulators. 

y ‘ ~ 

Vulcanizers a - 

Blast Furnaces....... Engines, condenser, vacuum and water pumps; 
steam and air lines; hydraulic testing equip- 
ment, hydraulic cylinders for soaking pit covers. 


Gas, steam and oil engine 








VMeral Working 
Industries 
Machine S t | Engines, hydraulic pushers; air, steam and 
water lines. 
Steam Engines, steam and air lines. 
hiner Steam, tractor, automobile and other engines 
pumps of all sorts; superheaters, pulverizers,etc 
Gasoline Engines—all joints except cylinder 
heads on L-head motors, vulcanizers. 
on e . Tr ’ “ | Pnotmee ee le . ID yiping “ig 
| he Diamond Rubber Ccom- Ceumuse ans Engines, yndensers, pumps, piping, special 


gaskets for port holes and hatches. 


pany, Inc., Akron, ( Yhio, sup- lrog t s ps.| Engines; water and boiler feed pumps; steam, 
air and water lines. 


plies the country from these 





eleven service centers: Akron, 


, ‘: T a 1, Silk and Wool engi iryers, condensers; water feed, boiler 

Atlanta, Kansas City, New leek ask Gumiaie Hanan andeias @iaaaa: Gate 

. . and lines; sheet packing for wool scouring 

y ork, Philadelphia, Boston, : _ fyeing, bleaching and wet finish 
ing machinery. 


allas, Chicago, Los Angele 
Dall Ch 5, | \ngeles, 





Seattle, San Francisco. 


1es; boiler feed, water and oil pumps, 
and air lines. 

1es; boiler feed, water and oil pumps, 
am and air lines. 





Miscellaneous 
Industries 
Leather and Paper 

Produ Waren Engines, pumps, water, steam and air lines 





Engines: water, boiler feed and oil pumps 


steam, water and air lines 

















THE DIAMOND RUBBER CO... INC... AKRON. OHTO 
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How’d you like to open up 
‘‘a number of new accounts’’? 





awe? 


L don’t have to lose orders to compet- 


itors, to lose business. You can lose them 
by failing to stir up the dormant demand. 
A Donnelley catalogue stirs up demand 
by attractively offering all of your goods to 
all of the buyers. 
Of course, it is easier to sell more goods 
to the friendly firms who are already buy- 


ing from you than to get new accounts, 


R. R. DONNELLEY 


This letter from the Raymer Hardware Com- 
pany tells how they have managed to increase 
their volume despite the general business 
conditions. 


but a good catalogue will help you to do 
both of these jobs. 

A Donnelley catalogue man will gladly 
make a detailed analysis of your needs and 
offer experienced aid in showing you how 
to make every dollar invested in your cat- 
alogue go the farthest in producing results. 

Why not invite him to drop in, when in 


your territory? 


& SONS CO. Chicago 
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These Manufacturers 


f Powerful 








Who Sell 


Phrough 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 

Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Black & Decker Mfg. Co. 
Bussmann Mfg. Company 
Byers Company, A. M. 

Carey Company, Philip 

Colt’s Patent Fire Arms Mfg. Co. 
Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Dixon Crucible Company, Joseph 
Efficiency Electric Company 
Electric Valve Mfg. Company 
Fabreeka Belting Company 
Fafnir Bearing Company 

Falk Corp. 

Gates Rubber Company 


MAINTENANCE 


520, N. Michigan Ave. 





chief electricians, etc. 


Gears & Forgings, Incorporated 
General Cable Company 

Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Houghton Company, E. F. 


Irvington Varnish & Insulator Co. 


James Mfg. Company, D. O. 
Jeffrey Mfg. Company, The 
Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 











A MeCeraw-Hill Publication 


Linde Air Products Co., The 
Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 

Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Quincy Compressor Co. 

Reading Chain & Block Corp. 
Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
Sight Feed Sales Company 

S. K. F. Industries, Inc. 

Skilsaw, Incorporated 

Standard Pressed Steel Company 
Steel & Tubes, Inc. 

Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wood’s Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


ENGINEERING 


INDUSEREAL ENGINEER RING 


Chicago. Plineois 
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o help you sell! 


Let’s get this straight. Advertising rarely gets the actual order but it does unquestion- 
ably reduce the amount of sales effort required to get the order. 


You are particularly fortunate at this time if you handle the products of any of the 
manufacturers listed on this or the opposite page. These concerns are aggressively 
backing their distributors by advertising the products you sell to your best prospects 
in all lines of manufacturing. 


Are in — 


Distributors 





Advertising 


FACTORY AND INDUSTRIAL MANAGEMENT 


Read by general managers, general superintendents, works managers, 





XUM 


Alemite Corporation 
Allis-Chalmers Mfg. Company 
American Blower Corporation 
American Pulley Company, The 
American Steam Pump Company 
American Well Works, The 
Anchor Post Fence Company 
Armstrong Bros. Tool Company 
Barrett-Cravens Company 

Bassick Company, The 

Binks Manufacturing Company 
Black & Decker Mfg. Company 
Blaw-Knox Company 

Bond Foundry & Machine Company 
Buffalo Forge Company 
Chisholm-Moore Hoist Corporation 
Clipper Belt Lacer Company 
Cutler-Hammer, Incorporated 
Dayton Rubber Mfg. Co. 

Dayton Safety Ladder Company 
Deming Company, The 

Diamond Chain & Mfg. Company 
Divine Brothers Co. 

Dixon Crucible Co., Joseph 

Gates Rubber Company 

Gears & Forgings, Incorporated 


superintendents. etc. 


Goodrich Rubber Co., B. F. 
Hartzell Propeller Fan Company 
Houghton Company, E. F. 

Howe Chain Company 

Hyatt Roller Bearing Company 
Independent Pneumatic Tool Co. 
Jeffrey Mfg. Company, The 
Kester Solder Company 
Link-Belt Company 

Lyon Metal Products, Incorporated 
Marion Malleable Iron Works 


Factory wid Industrial 


Management 





Modine Mfg. Company 

Morse Chain Company 
Norma-Hoffman Bearings Corp. 
Norton Company 

Nutting Truck Company 

Ohio Valley Pulley Works, Inc. 
Osborn Manufacturing Co., The 
Porter, Incorporated, H. K. 
Propellair Company 

Puro Sanitary Drinking Fountain Co. 
Pyrene Manufacturing Company 
Quincy Compressor Company 
Reading Chain & Block Corp. 
Reeves Pulley Company 
Richards-Wilcox Mfg. Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
Rundle-Spence Mfg. Company 
Skilsaw, Incorporated 

Swartwout Company, The 
Thermoid Rubber Company 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corporation 
Veeder-Root, Inc. 

Wagner Electric Corporation 

Yale & Towne Mfg. Co., The 


FACTORY wo INDUSTRIAL MANAGEMENT 


520 N. Miehigan Ave. 


A VMeGraw-Till Publication 


( hii ago. Iineois 
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This advertising is your advertising 


PPEARING every month in leading publications, Jenkins 
magazine advertising is regularly reaching thousands of 
architects, engineers, contractors, building superintendents, 
plant executives, and purchasing agents. In every advertise- 
ment these valve buyers are being directed straight to the 
supply house. They are continually being urged to come to 
you for Jenkins Valves. 


For this reason Jenkins advertising is your advertising. Sup- 
ported by the innumerable calls which Jenkins representatives 
are constantly making on your customers, it is helping to 
increase your valve sales. 


Carrying the Jenkins line enables you to supply the right valve 
in bronze, iron, or steel, standard, medium, or extra heavy 
pattern, for practically any requirements. 


YATLZ To ~ 
JENKINS BROS. 
80 White St. 133 No. Seventh St. 524 Atlantic Ave. 646 Washington Bivd. 112! No. San Jacinto 
New York, N. Y. Philadeiphia, Pa. Boston, Mass. Chicago, Ill. Houston, Texas 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N. J.; Montreal, Canada 


enkins 


BRONZE IRON STEEL 


See the complete Jenkins BOOK OF VALVES 


Catalogue No. 22A on pages 819 to 866, 1931 Since 1864 
edition of Sweet’s Engineering Catalogues 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Gattshall Heads 





Ralph M. Gattshall, who has 
accepted the appointment as 
executive manager of the 
Joint Merchandising Com- 
mittee’s activities. 


Merchandising 
Committee's 


Activities 


Accepting the appointment of the Joint 
Merchandising Committee of the Mill 
Supply Business, R. M. Gattshall took 


over the work of executive manager on 


ALPH M. GATTSHALL HAS 
R been appointed executive mana- 
ger of the activities of the Joint 
Merchandising Committee. This is welcome news to the 
mill supply industry, for surely no one is better fitted to 
head the broad constructive program, launched a little 
over a year ago, than Gattshall. 

For nearly 20 years, he has been in close touch with 
industrial distributors, working with them, studying their 
problems and seeking solutions to them. 

He began his business career with the Diamond Rub- 
ber Company in 1911 as a promotion man in the tire 
department of the Chicago office. A year later, he went 
on the road and in 1917 became manager of the mechan- 
ical department. In 1919 he opened a branch on me- 


chanicals for Diamond in Kansas City, while eighteen 
months later, he took charge of the mechanical rubber 
department of the B. F. Goodrich Company. 

In 1922 Ralph Gattshall went with the Republic Rub- 
ber Company, working in Kansas City one year, then 





Bi 
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the first of August 


closing the Minneapolis and Kansas City branches and 
moving to Chicago as western zone manager. He re- 
mained in Chicago until 1924, when he was transferred 
to Youngstown, where he became assistant manager of 
sales. A year later he was made advertising manager 
and has operated in that capacity until the present time. 

In November, 1926, Industrial Distributor and Sales- 
man, since consolidated with Mitt Suppties, published 
an article by Mr. Gattshall entitled, “Facing the Facts 
on Industrial Distribution.” This thought-provoking ar- 
ticle, which went very thoroughly into conditions facing 
the mill supply industry, was widely read and received 
much acclaim throughout the country. 

Following the publication of this exhaustive survey 
of distributing conditions, Mr. Gattshall was invited to 
talk before the Triple Convention of the National, Amer- 
ican and Southern Associations (Continued on page 105) 
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What We Accomplished 


by 
SPECIALIZATION 


houses sprang up in our territory. Competition, 

therefore, became unusually keen. Order getting 
seemed to be the sole aim of many distributors. But in 
the turmoil of the order-getting game, most of them gave 
little heed to such essential details as to the most im- 
portant items to sell and to whom to sell them. 

We were of the belief, however, that “what and who 
to sell” did matter and subsequent experiences have not 
caused us to change that belief. This was the condition 
when our “blue-ribbon line” policy was born. Briefly, 
this policy is built around the idea of selecting a limited 
number of lines for special sales effort. These lines are 
chosen because of manufacturers’ policies, future sales 
possibilities and profit margins offered. 

Originally, we started with a total of 54 lines which 
we believed deserved special attention, but after the first 


[) ire: the World War, numerous mill supply 





Even though 1929 was a 
record sales year with Smith- 
Courtney, business on 8 of 
10 specially featured lines 
during 1930 equalled or 
exceeded that of the year 


previous 


By A. B. SMITH 


Secretary and Sales Director, Smith-Courtney Company, 
Richmond, Virginia 





THE TEN BLUE RIBBON LIWES 

QUESTIONNAIRE 

BLANK Jacks 
Question 1 (a) Generally speaking, how many types of Jacks 

are there? 
Answer: 7 
Question 1 (b) Name then. 
Answer: 8 
Question 2 (a) How many styles of Track Jacks are there? 
Answer: 
Question 2 (>) What are they? 
Answer: 
Question 3 What is the difference between these Jacks? 
Answer: 9 te) 

9 (d) 

Question 4 Track Jacks are designed for what classe of 

service? 10 
Answer: 
Question 5 What are the three most — points re- 

cay rai ng BLANK TRACK JACKS 
Answer: 
Question 5 (a) How — types of BLANK AUTOMATIC LOWERING 

cS are there? 

Answer: 
Question 6 (bd) Name them. 
Answer: 











“Before a salesman starts out on his 
territory, he is given a sheet contain- 
ing 10 or more questions about the 





Why aren't there more types? 


What are some of the important features of 
— and design of all BLANK 
AC. 


Hos the BLANK JACK greater lifting saneet ty 
than other makes? If so, how much 


What is the reason for this? 


What recognition has been given the BLANK 
JACK for safety? 








line being featured.” 






year this number 
was reduced to 10. 
The reason for this 
change was because 
we found out that 
10 lines were as 
many as we could 
really merchandise 
properly. 

Each month we 
choose one of the 
blue-ribbon lines 
for special atten- 
tion. On the 
twenty-fifth of the 
month preceding 
the month that is 
to be devoted to 
valves, for example, 
we send direct mail 
on that product to 
our customers. The 
tenth of the month 
we again follow up 
with other litera- 
ture on the same 
product, thus back- 
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A section of the warehouse for storing 
construction equipment. 


ing up our salesmen’s work in the 








Here’s where over-the-counter sales at 
Smith-Courtney are transacted. 


The importance of con- 


field. trolling volume 

Before a salesman starts out on REPORT BLANK more See hinge 
his territory, he is given a sheet —-— obvious. 
containing 10 or more questions ae Separate records of 
about the line being featured. ies ae each salesman’s blue-rib- 
These are not only questions bon items are made. 
as to the superiority of the particu- Persons Wome on When orders come in, all 
lar line, but also go into the sales- ee Rime Tite blue-ribbon goods are 
man’s knowledge of the uses of the Nature of Business marked with a red pencil 
product and the various types man- Credit Rating by an office girl. These 
ufactured. Interest in are totalled to show us 

If the salesman does not know just how well each sales- 
the answers to these questions he man is pushing profitable 
will, of course, make inquiries and . m lines. 

Equipment in Use 

learn the points with which we As a further aid to 
want him to impress customers. salesmen in making quo- 
The questionnaire, therefore, is not tas on these lines, charts 
so much a test of knowledge, as a ore are posted showing the 
means of getting the men to dig out amount of each man’s 
facts and know the points on which blue-ribbon sales the cur- 
they should be well informed. Copies rent month as compared 
of these questions are sent to the with a year ago. A sales 
manufacturer of the product as well SMITH-COURTNEY CO,, nour manual is also made up 
as information as to when their Represemantne on the blue-ribbon lines 
products are scheduled for a cam- and the salesmen are ex- 








paign. 

In helping the men to become bet- 
ter acquainted with our blue-ribbon 
lines and our business in general, 
we have a school which meets at 
5:00 p.m., on certain pre-arranged 
evenings. All male members of the 
company are present. We want not only our salesmen 
to be well-informed but the counter, shipping and stock 
men as well. As a matter of fact, we believe that every 
employee should be a salesman even though his duties 
are not directly connected with sales. Moreover, some 
of the young men serving in minor capacities are capable 
of becoming good salesmen in the future, and we wish to 
help everyone who wants to help himself. 

This blue-ribbon sales policy has been in effect long 
enough to convince us of the fundamental soundness of 
the plan. Out of the several hundred items we sell, the 
featured 10 have produced over 20% of our volume. 
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“When we get an inquiry or the salesman has 
a new lead, a call is made and a report sent in 
giving the firm’s name and address, person 
interviewed, credit rating, items interested in, 
equipment in use and general remarks.” 


pected to study it care- 
fully. 

The salesmen them- 
selves are thoroughly 
sold on the plan, which 
perhaps is one of the 
reasons for its success. 
This is partly due to the fact that lines are not selected 
strictly on the basis of the profit margin. A blue-ribbon 
line must have a real reputation in the trade as well as 
being profitable. 

Salesmen receive a commission according to our profit 
on the line, so our interests are the same in pushing 
profitable items. Some time ago, we took up the matter 
of paying a special commission on the blue-ribbon lines, 
but much to our surprise, the salesmen themselves vetoed 
this plan. 

Realizing that profitable sales and not mileage covered 
is our objective, we do not have (Continued on page 80) 
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HIS internationally 
known manufac- 
turer of food prod- 


ucts has always believed 
in modernization in its 
plants and has practiced it 
intensively for many 
years. There is nothing 
radical or sentimental in 
this constant search for 
improvement ; money can 
only earn so much and 
this company has learned 
that modernizing saves 
money and therefore 
yields a definite profit. 

A user may purchase 
modern _ supplies and 
























Earnings of 39% were made 
through the installation of 
this barrel stacker. 





A welding machine for put- 
ting cleats on * a saved 
O- 








/ODERNIZATION— 


The internationally-known manufacturer of food 
products, who supplied the facts upon which this 
article 1s based, says: *‘ Modernization, intelligently 
practiced year in and year out, 1s a paying propost- 
tion from every standpoint. Particularly ts this 
true in subnormal times, such as we are now pass- 

ing through”’ 


equipment for one or 
more of many reasons. A 
new product may speed 
up production, save labor, 
improve the quality of the 
manufactured article, re- 
duce the consumption of 
material, or increase the 
safety and comfort of the 
workers. 

While a policy of mod- 
ernization is consistently 
maintained by this impor- 
tant user throughout both 
prosperous and slow 
times, savings look even 
better during latter pe- 
riods. Naturally, this man- 
ufacturer of food prod- 
ucts employs a staff of 
engineers. These men are 
always on the job, check- 
ing requirements and then 
seeking out the right prod- 
uct to effect an improve- 
ment. But, in addition, 
every employee in any of 
the plants, who has an 
idea or suggestion along 
the lines of industrial 
modernization, is sure of 
a hearing from the men 
higher up. 

This means, of course, 


that a large number of propositions having to do with 
modernization are considered every year and a fair per- 
centage adopted. Although there is no limit placed on 
the number of ideas submitted, there is little waste of 
time in this direction, because all the employees know 
the thorough tests to be undergone and have formed 
the habit of being sure of their ground before making 
a suggestion. Once sure the germ of an idea is there, 


Note:—A company policy will not permit mentioning the 
name of this outstanding manufacturer. 
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the Key to 


By COIT A. SMITH 


Western Field Editor 
Mill Supplies 


however, its originator can get plenty of 
help in developing it. 

The only restriction placed on sugges- 
tions for improvements to save money is 
that a minimum saving of 20% is ex- 
pected. The result is seldom below this 
figure and frequently runs much higher. 
The significant fact is that the percentage 
of failure is less than 1%, proving that 
mighty careful handling is accorded each 
suggestion before adoption. 

The system for considering and acting 
on suggestions is simple, but effective. 
All those emanating from the plants are 
handled through the foreman, master 
mechanic, and plant manager. For in- 
stance, a department foreman gets an 
idea and presents it to the plant man- 
ager. Then, at the first opportunity, he 
is given a chance to discuss it with one 
of the engineers who travels from plant 
to plant. 

The engineer investigates with the idea 
of finding the proper device or material 
to meet the requirement. He advises 
the plant manager of his findings, if the 
chances for making the expected gain 
are good, and he, in turn, requests the 
engineering department to have an esti- 
mate prepared. 

The estimate is taken before the manu- 
facturing committee. It is accompanied 
by a card containing the condensed facts. 
If the estimate is approved, the card re- 
ceives a number and the job is officially 
on its way. 

To expedite matters and to avoid the 
handling of petty affairs by the commit- 
tee, a ruling is in force which allows a 
plant manager to make any change up to 
$100 without putting his case to any 
other authority. On all requirements 
from $100 to $500, a request is sent to 
the engineering department for a per- 
mit, which is approved by the chairman 
of the Manufacturing Committee. 

Improvements costing from $500 to 
$15,000 are handled as described above 
in a committee meeting. On anything 
over the latter (Continued on page 84) 
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A truck tractor with trailers cut costs 32%. 





This portable loading belt effected savings of 130%. 





















imately 45% of all the mechanical rub- 
ber goods manufactured. In 1927, they 


significant. In 1927, the total sales of 
rubber belting, hose and tubing, pack 
ing and hard rubber goods amounted 


ure had been reduced to approximately $71,000,000. In 
products remained constant. Thus, it can be seen that 


the industrial distributor is becoming a more important 
factor than ever in the sale of mechanical rubber goods. 


Three transmission belts and six packing installations at pipe joints are shown 





in this photograph taken in an industrial plant. 
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One piece of hose, three 
transmission belts, and 
one conveyor belt are in 
use on the filling and 
sealing machines of the 
Cobb Can Company. 


RECENT study conducted by \i . 
Mitt Supp vies shows that in U S ] nh © S S O nN 
1929, distributors sold approx- N 


sold but 36%. These percentages, 
when compared with the sales totals 
for the whole rubber industry, are very 


to $87,163,603, while in 1929 this fig- A recent survey shows that in- 
other words, while the total sales of mechanical rubber dustrial distributors are selling 
goods fell off about 1814 %, distributors’ sales of these about 45% of the total output 


By J. A. CHANNON 


Merchandising Counselor, Mitt Suppttes 


However, even though the per- 
centage of distributors sales in- 
creased 9% from 1927 to 1929, 
there still remained a tremendous 
sales potential for the distributor to 
shoot at. Let’s investigate the 55% 
of mechanical rubber goods busi- 
ness which, obviously, is being sold 
direct or through some channel other 
than the industrial distributor. 

Included in the total of $71,000,- 
000 is an item of $16,946,008 which 
constitutes the sale of lathe cut and 
miscellaneous mechanical rubber 
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On this bridge construc- 

tion job, two conveyor 

belts and one elevator 

belt are kept busy much 
of the time. 


Your Share o 





rate was 24%. An average stock of 


e 
M . te h d I } ] C q| $11,800 per house is carried on which 
a turnover of 3.39 is obtained. 


It is apparent from our survey that 
manufacturers of mechanical rubber 


goods prefer to sell their products 
through an exclusive distribution sys- 
tem, since 81% of all distributors 


handling the line indicate that they are 
operating under an exclusive set-up in 
their respective territories. Contrary 


of mechanical rubber goods, to most exclusive propositions, how- 


ever, only 19% of the distributors find it necessary to 


with average sales per house . employ specialty salesmen on this line, indicating that 
I ; ~ ¢ “ i S j S 2S c a S 5 c i 
of $40,264 annually the average mill supply salesman can sell mechanical 


rubber goods, if he is willing to avail himself of the 
information supplied by many manufacturers. On page 
40, for example, is a product (Continued on page 40) 


items. Many of these products are 
made special for manufacturers of 
other products and are, therefore, TREND IN SALE OF MECHANICAL RUBBER ITEMS 
not logical items for the distributor aom 

to sell. Also, there is included an $40,000,000 | im -* ao 

item of about $15,000,000 for gar- Hose and tubing. ” 


den hose, a large percentage of 2 uN 


which most certainly should find $ 30,000, 000 SJ PT 
outlets other than the industrial dis- ase® 


tributor. Even with these items de- 
ducted from the potential business, 
however, there remains a healthy ? 
working margin of several millions 
for distributor expansion. 

Our survey shows that about $ 10,000,00 
56% of industrial distributors 
handle a line of mechanical rubber 
goods. The average sales per house 
from 1926 to 1929 amounted to 192) 1923 1925 1927 1929 
$40,264 and the average gross profit 
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How to Sell the 


Marine Industry 


HAT sort of market 
does the marine industry 
offer the industrial dis- 


tributor? Is it a highly special- 
ized market or one that the aver- 
age distributor can sell with little 
additional investment? What 
items offer the greatest sales pos- 
sibilities? Who are the men to 
be contacted? What sales appeal is the most effective? 

The answers to these questions are of real importance 
to distributors seeking business from the marine in- 
dustry. 

Many changes have occurred in the character of ma- 
rine business during the past 30 years. In the days of 
sailing vessels and early steamers, each ship’s require- 
ments were many and, as a rule, each operator bought 
his own maintenance supplies. 

Now, however, as is the case in so many industries, 
consolidations have 
reduced the number 
of operators consid- 
erably and at the same 
time increased the 


Shipyard of a large 
dredge and dock com- 
pany. Wire rope, 
hemp, cranes, booms, 
pulleys, and repair 
parts are a few of the 
important items to be 
sold dredge and dock 


companies. 




















Ship operators are not price buyers. To 
get their supply business, it 1s necessary 
to provide top-notch service on quality 


products 


amount of supplies purchased by each operator. This 
concentration of buying power is a decided advantage to 
the up-to-date distributor who analyzes his market and 
equips himself to supply its needs. 

Operators of steam vessels are quality buyers. It is a 
waste of time to talk price to a buyer who has one or 
several ships, each worth $2,000,000 or more and each 
of which is subject to the rigid regulations of the Steam- 
boat Inspection Division of the Department of Com- 
When he buys power-plant equipment, for in- 
stance, it is extra heavy and 
of the finest quality. 

Immediate service from 
stock at any hour of the day 
or night, is essential to the op- 
erator of a steamer. The op- 
erating expense of a Great 
Lakes Freighter, for example, 
averages between $2,500 and 
$3,000 every 24 hours and a 
delay due to a broken part is 
a costly proposition. This fact 
alone makes a local stock of 
maintenance supplies essential 
to every ship. 

Years ago, a marine supply 
house carried hundreds of 
items which sold only to the 
marine industry. The turnover 
on them was slow and this, of course, kept profits down. 
This fact alone probably accounted for so many with- 
drawals of distributors from the marine supply field. 

Selling marine supplies today, however, is an entirely 
different. proposition than it used to be. The modern 
steamer closely approximates an up-to-date industrial 
plant in its operation and supply requirements. Prac- 
tically all operations aboard ship are now done mechan- 
ically. Every ship of even moderate size has its own 
machine shop, which must be supplied with all stand- 
ard machine shop supplies. The percentage of strictly 
marine items purchased has decreased tremendously, 
until now a distributor with a small stock of marine 
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items and a complete stock 
of industrial supplies can 
take care of the ordinary 
requirements of the marine 
industry. 

One distributor does a 
marine business of over 
$50,000 per year on a stock 
of only $3,000 in strictly 
marine items. 

The marine industry 
thoroughly believes in 
standardization. Today, 
practically its entire supply 
and equipment req uire- 
ments, excepting navigation 
instruments and_ perhaps 
some few items of mates’ 
supplies, are of a standard 
design. 

The small boat business, 
it is true, is still in very 
much the same category as 
was all ship chandlery 20 or 
30 years ago. It is a busi- 
ness of exceedingly slow 
turnovers and resulting low 
profits. 

On the other hand, the 
freight lines, passenger 
lines, marine contractors 
and dredging companies of- 
fer a large and profitable 
market for many high qual- 
ity, modern products regu- 
larly stocked by the average 
industrial distributor. The 
list of products shown on 


this page is typical. Note 
also the individuals who 


have to be contacted in 
selling the various items. 


Paint is used in large quanti- 

ties on all types of boats, 

freighters, tugs, dredges, and 
passenger steamers. 
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Maintenance Supply Items Used by the Marine Industry 


General Classification 


Navigating 
Instruments 


Mate’s Stores 


Engine Room 
Stores 


Individual to be 
Contacted 


First Mate 
Captain 


First Mate 


Captain 
Chief Engineer 


Supply Item 


Compasses, binnacles, azimuth instruments, 
binoculars, sextants, chronometers, barometers, 
thermometers 


Anchors, chain, shackles, wire rope and fittings, 
manila rope, tackle blocks, small boat equip- 
ment, railing fittings, cotton duck, oiled cloth- 
ing, life preservers, canvas bags, marine lamps 
and searchlights, fire fighting equipment, hose, 
paints and varnishes, chemicals and soaps, 
brushes, mops, buckets, glue, ship scrapers 


Shafting, couplings, bearings and_ bearing 
metals, boiler fittings, pipe valves and fittings, 
packing, machinists’ tools, bolts, nuts and wash- 
ers, chain hoists, lubricants, shovels and scoops, 
firing tools, tubing solder, sheet metals, electri- 
cal equipment 











Distributors, located at 
shipping points, will do well 
to investigate the maritime 
industries with a view to 
obtaining increased outlets 
for quality products. There 
is considerable _ profitable 
marine business available 
and distributors, who will 
study the needs of the in- 
dustry so as to know how 
to serve it properly, will be 
well repaid for their efforts. 


This rubber sleeve is used for 
connecting lengths of dredge 
pipe. 


Vv 


Among the supply items in 
steady use in a ship’s engine 
room are pipe, valves, fittings, 
gauges, paint, lubricants, pack- 
ing, and machinists’ tools. 
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“The purchasing agent’s job is to 
buy and it’s up to the salesman to 
help him do so,”’ says 





At one time we experienced con- 
siderable trouble in breakage of 
power saw blades. A mill supply 
salesman suggested the use of a 
hydraulic feed type power saw. 
This prevented the workmen from 
suddenly dropping the blade on 
the work and saw breakage was 
thus materially reduced. 


OW can you sell the pur- 
chasing agent? Salesmen 
lie awake nights thinking 


of this problem. They mull over 
it while waiting for an interview. 
They come out wondering why 
they cannot sell this or that ac- 
count. The problem becomes gi- 
gantic and baffling—at least they 
make it so. And often by compli- 


W. J. CAVANAUGH 


Purchasing Agent, 
American Pulley Company, 
Philadelphia 


sults. I know of another firm that 
has its own engineers make rec- 
ommendations on grinding wheels 
without getting as good results as 
we obtain through leaving the mat- 
ter entirely in the hands of the 
mill supply salesman. 

I do business with salesmen who 
know their business and who rep- 
resent reliable houses, because they 
save me money in the long run. 
Sometimes a salesman will quote 
an extra five off on some standard 
cating matters and scheming they W. 3. Covenmaah brand article and is astonished 
lose sight of fundamental facts. when I do not jump at the oppor- 

The purchasing agent is there to buy. He wants to tunity to save a few nickels. In the first place, he is 
buy and he wants to buy wisely. Help him to do so. usually making a special inducement in order to get an 
That is the secret of selling, in a nut shell. The man “in” on our business. His regular customers are prob- 
who gets an “in” at our plant is the one who can aid me ably paying more for the item and that does not set at all 
in buying wisely. He is a man who can go out in the’ well with us. I am suspicious of the two-price house. 
shop with me, see our problem and recommend the pur- _ I know as well as the salesman, the profit on many stand- 
chase of some article which solves that problem. 

That is why, in most cases, the mature salesman has 
a better chance to sell us. It is the tendency of the young 
salesman to learn prices and items in his catalog. Then 
he goes out with the idea of cultivating the purchasing 
agent; to subject him to the influence of his sparkling 
personality ; to win favor with gift cigars and luncheon 
invitations. , 

He studies me as a problem. What are my hobbies? 
Will my eyes kindle with interest at the mention of 
family, golf or the latest newspaper scandal? The psy- 
chological study becomes so complicated that he forgets 
I may possibly like to talk with a man having a wide 
knowledge of industrial supplies and their application. 

The purchasing agent is faced with new problems 
every day. In most cases, there is no book of answers 
to which he can turn for a solution. That is why he 
counts as his friend the salesman with a thorough knowl- 
edge of product application. Our grinding wheels, for 


~9 7 . ; ; The suggestion that we use adjustable reamers was made 
Xz mendati ; , lit I i id 
a ie st a - ae me sit on = . mill ip o aes t _ ; 
supply salesman and we have always had excellent re- erable amount of money. 
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Expects of a 


Salesman 


ard products. I also know that if 
a house is to remain in business it 
cannot operate at a loss. I must, 
therefore, be continually on my 
guard against the price-cutter, 
should I ever begin to deal with 
his house to any extent, for sooner 
or later he will more than make up 
for any losses taken on previous 
orders, 

Another type of salesman which 
gets under my skin, is the fellow 
whose father was a college chum 
of some friend of mine or an offi- 
cer of the company. He comes 
armed with a letter of introduc- 
tion and loses valuable time in ex- 
plaining the tie that binds and 
theoretically obligates. 

In this case my thought is, “Are 
you selling personality? What is 
the matter with your line?” I have 
a decided fondness for the sales- 
man who believes he has some- 
thing I need and wastes no time in 
telling me about it. 

There is also the salesman who suffers from the belief 
that in staying with the purchasing agent a long time, 
he is making a valuable contact. The fellow who takes 
time without giving something constructive to the pur- 
chasing agent is very effectively killing his future chances 





A flexible shaft grinder is useful for many purposes and 
in particular for taking burs out of dies in locations 
difficult to reach by a standard grinder. 
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Asbestos sheeting installed behind our 
electric arc welder confines flying 
sparks to a limited area. The work- 
man of course is protected with gog- 
gles and safety clothing, but the sheet 
has proved an added safety measure 
for others who happen to be nearby. 







Considerable time was formerly 
spent in hand filing jobs that could 
have been done by machine. This 
filing machine keeps the file mov- 
ing vertically against the work and 
saves hours of hand labor. In some 
instances a stone is substituted for 
the file. 


of securing any business at all. 

On the other hand, I have no- 
ticed of late a tendency on the part 
of many salesmen to be in a great 
hurry. The out-of-town salesman 
in particular has a way of standing 
nervously in front of my desk with 
the air of a man who is trying to 
maintain a polite conversation and 
at the same time fearing he will 
miss a train. 

A salesman of this type recently 
rushed in and said, “I know you 
are very busy and I don’t want to 
take up your time. Do you need 
anything in our line today?” I re- 
plied to the contrary and he hurried out. As it happened, 
| had a fairly large order on my desk at the moment 
which was right in his line. However, his attitude sug- 
gested that he was in a great rush to get somewhere 
and I hated to delay him. 

As a purchasing agent, I am struck with one outstand- 
ing fact as regards this much talked of depression. Many 
mill supply houses have retrenched till they are actually 
losing money by their conservatism. For example, there 
are supply houses that used to send men to call on me 
regularly. Now, tliey have laid off salesmen. As a result, 
some of these houses do not send any representative to 
call, while calls from others are few and far between. 
As a result they are losing business that I could give 
them. This does not mean that we are suffering from 
the fact that too few salesmen are calling on us, but 
simply that retrenchment in time of depression can be 
overdone. 

Again, I see that some mill supply houses seem to be 
employing cheaper and less experienced help in order 
to cut salaries. This is especially true with those dele- 
gated to the telephone department. The other day | 
caled a concern to order a certain item that | have been 
buying for vears. The inexper- (Continued on page 60) 
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How We Sold Him 


BELIEVE Tam like many other salesmen in prac- 

ticing the system of “Selling Something More.” 

In seeking business, most of us unconsciously drift 
into the habit of digging below the surface in the plants 
on which we call to find new and unusual conditions 
which can be met with some product we have to sell. 

It follows that the spreading of this “Sell Him Some- 
thing More” slogan and the showing of actual cases 
will crystallize the idea and remind us constantly to 
watch plant operations. ‘This will bring up the ques- 
tions of speedier production, economy, safety and bet- 
ter work. The chief value to the salesman of con- 
stantly inquiring as to operations, of course, is that it 
permits discussion of |us line of supplies and equip- 
ment and ] 


increases the confidence of the buyer. 

















BETTER CLEANER KEEPS 
BOATS SPICK AND SPAN 
We found various cleaning 
powders being used to scour the 
painted and other surfaces on 
the tugs and dredges. After 
demonstrating we were able to 
sell our standard brand which 
did a better and faster job. 


In contacting a certain dredge and dock company, 
| have found that its operations provide a gruelling test 
for every tool and piece of material used. Therefore, 
this company needs items that will stand the gatt. 

This firm has a large amount of sawing to be done 
on metal of various shapes and sizes. In order to stand- 
ardize this work, as well as for speed and economy, | 
showed by demonstration what a power hacksaw would 
do. After it was installed, a check was made of the 
work and a further improvement provided by substitut- 
ing high-speed blades for the ordinary kind. 

\nother time, while watching some of this company’s 
pile drivers im action, | noticed that the steam hose be- 
ing used was getting more wear and tear than it could 
stand. By showing how a saving could be etfected, | 
was able to sell a specially con- 
structed hose which would stand 
the heaviest work. It was also pro- 
vided with heavy duty couplings 
and through this installation a 
saving of between 25 and 50 per 
cent was made. 

Strange as it may seem, dredges 
and tugs are kept clean as a 
Whistle from the kitchen to the 


engine room, ‘This means that a 


SOLVING THE HOSE 
PROBLEM 
This specially constructed, heavy 
hose, equipped with heavy duty 
couplings, was sold to replace ordi- 
nary steam hose on pile drivers. A 
saving of more than 25‘/ has been 
effected due to the use of this hose. 
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POWER SAWING SPEEDS 
UP WORK 
The power-driven hacksaw was 
tried out first with ordinary 
blades on various kinds of work. 
Later high-speed blades were 
used and the sawing operations 
have been highly | satisfactory 
ever since. 


By F. A. BAKER 


Salesman, Great Lakes Supply Compan 
Chicago 


vast amount of cleaning 
‘ompound is used for wt Lee \ 
couring the floors, walls ; ‘ 
and outer surfaces, I | 

| j 


suggested the use of a 
detergent compound that 
Was superior and made 
some demonstrations. 
These resulted in~ the 
exclusive use of our 


oa 


and 


4 


“if 
ke 


cleaner and the work is ! : (Way | 
now done better ™ , a 


more economically. 

My next suggestion 
had to do with pipe cut- 
ting. Not only is there 
i lot of it to do around 
this plant, but much of 
it is for emergencies re- 
quiring small-size pipe. 
I saw the need for 
additional cutters and, 
after making tests, sold 
a type which would cut 
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ONE CUTTER IN PLACE OF 
TWO 


With considerable pipe cutting to 

be done, an opportunity was seen 

for a helpful suggestion and a sale. 

We sold a type of cutter which 

could be used on from = 14-inch 

to 2-inch pipe and which cut faster 
and left litthe or no burr. 


— 


PROTECTING EQUIPMENT 
FROM ATMOSPHERIC 
CONDITIONS 
Ordinary paint is a good covering so 
far as looks are concerned, but we 
knew that the boilers, stacks, cranes 
and hoists needed an especially good 
paint. Therefore, we demonstrated 
and sold a brand of black protective 
coating which not only looked good 
but showed real resistance to acids 
and fumes in the atmosphere, to 
say nothing of the weather. 
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How We Sold Him Something More 















SALE OF CUTTING TORCHES LEADS TO 
ADDITIONAL BUSINESS 
The sale of additional cutting torches resulted in 
further discussion of the plant’s requirements for 
this work and was responsible for our selling a 
large amount of electric welding material. 


ype from ‘ly inch up to 2 inches. Usually, this work 
Py | b 


In addition, this cutter did 
the work faster and cleaner, leaving very little burr. 


would require two cutters, 


In the yard of this dredge and dock company is kept 


on hand countless tons of raw and used material— 


steel, pipe, sheet-metal and repair parts. 
which handle this material 


The machines 
hoists and trucks, 
as well as the stacks on the boats and dredges 


cranes, 
must be 
protected from the elements. By showing that our brand 
of black protective coating is easily applied and un- 
atfected by the weather, I sold the buyers on using it. 
The result was so satisfactory that the sale of this 
paint has increased steadily since. 

I knew that this company could use additional cut- 


ting torches because with so much of it to be done, a 
find all the 


mechanie would now and then torches 





PLENTY OF CUTTING 
TORCHES NEEDED 

We found a generous supply of 
cutting torches were needed in a 
plant of this kind and, incident- 
ally, sold a type on which we 
could guarantee economy, faster 
work and service in case of break- 

age from accident or abuse. 


busy which made it necessary to borrow one. So I called 
in our welding expert, W. J. 
thorough demonstration. 


MecDillon, who made a 


As a result we not only sold torches but the trans- 
action was the means of selling a large amount of elec- 
trical welding equipment rod, helmets, gloves and special 
holders. 

Many times it happens that the furnishing of some 
item which just fits a difficult and important job will 
reflect a lot of credit on the salesman and his house. 
This happened recently when this dredge firm had a 
large job. Our engineers designed a centrifugal jetting 
pump especially for the job to be doue and its perform- 
ance fully justified the made-to-order feature. 

The “Sell Him Something More” idea need not be 
confined to any one type of customer or class of mate- 

nial. It applies to any industry 
and any product. Therefore, it 1s 
an idea, it me, that 
should thoroughly — prac- 
tical for every industrial supply 
salesman. 


seems to 
prove 


MADE-TO-ORDER PUMP 
GIVES BETTER RESULTS 
When this dredge company secured 
a large and difficult job, we furn- 
ished this centrifugal jetting pump, 
specially designed for the job. 





























NUIGUST., 193) 


MILL. SUPPLIES 








Published by The Osborn Manufacturing Co. 


CAdvertisement) Copyright 1031 





POE Bt 
: ee, 


tena aoe Piss 


PROGRESS 


The progress made by 
Chase, Parker & Co., 
Inc., is one example 
of what happens 
when a distributor 
utilizes the coopera- 
tion made possible 
by the Osborn Plan. 
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Oshorn Brushes have been an im- 
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Ricur FROM THE START, “Brush News” had a job carved out for | 
itself. That job was and still is to help the Salesmen of Osborn | 
Distributors do a better and bigger job of brush selling. The Charts 
of Uses of Osborn Brushes have made it possible for the Salesman to 
render his customers a superior brush service. These Charts point the 
way to the correct selection of Osborn Brushes. The customer benefits 
by better service. The salesman benefits by winning and holding the 
customer’s confidence. Repeat business brings increasing profits. 
Watch for important announcement of THE OSBORN GUIDE TO 
BETTER BRUSH SERVICE in next month’s issue of “BRUSH NEWS”. 
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Ger THE CONFIDENCE of the public and you will have no difficulty 
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Follows Through 





in getting their patronage. Inspire your whole force with the right 
spirit of service. So display and advertise wares that customers shall 
buy with understanding. Remember always that the recollection of 
quality remains long after the price is forgotten. Give them all that can 
be given fairly. Then your business will prosper by a natural process.” 


H. GORDON SELFRIDGE 


One of the “25 Kings of Commerce” 
Author of ** The Romance of Commerce” 


Sound principles,those.Objectives worth striving for.In substance,they are identical 
with the principles directing the development of Osborn Brush Service to Industry. 








WIRE AND FIBRE WHEEL BRUSH 
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SOME INDUSTRIAL USES 2, 
OSBORN MASTER WHEELS 


G ase Se. j The wide scope of the Osborn line makes 
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a every customer a prospect for one or 
more types of Osborn Brushes. 
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Every Customer is a Prospect for One or More Types of Osborn Brushes 
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THE OSBORN PLAN OF CO-OPERATION 


OSBORN FIELD OSBORN OSBORN SALES 


CO-OPERATION ren es SO EDUCATION HELP 


WITH DISTRIBUTO eee INC G 
” IN DEVELOPMENT cindy 
_ SALESMEN 


OF BRUSH MARKETS “BRUSH NEWS” 
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AND DIRECT MAIL TANT MAGAZINES 
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OSBORN RESEARCH THE EXTENSIVE 


FACILITIES FOR | LINE OF OSBORN 
DEVELOPMENT OF BRUSHES BUILT TO 


NEW AND IM- : HIGH STANDARD 
PROVED BRUSHES SPECIFICATIONS 














Step along with the “BRUSH CONSCIOUS” Salesman of an Osborn Distributor. 


The “Brush Conscious” Salesman steps ahead with the assurance that he has 
the backing of The Osborn Plan of Co-operation which is organized to 
help him make the most of his potential brush business. 


1. He knows that every one of his customers is a_ 4. He sells his customers on the many advan- 
prospect for one or more types of Osborn Brushes. tages of concentrating all their brush pur. 


2. He makes use of the sales information and Charts chases in the Osborn line. 


of Uses of Osborn Brushes in “Brush News”. 5. He builds up good will and confidence in 


3. He keeps on the alert to help his customers on all the minds of his customers by giving them 
brush requirements. a high standard of brush service. 
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Sauce for the Goose 














“What! You’re going to handle 
another line! . .. Why he hung up 
on me!” 


IME: Now. 
Place: General Manager’s office of Amalga- 


mated Manufacturing Company. 

As the scene opens we see J. Muddleberg Muff, gen- 
eral manager, in person, pounding lustily on his glass- 
topped desk and yelling hoarsely into the telephone, On 
the other end of the telephone is Mr. Worrymore Work, 
order department of the Northwestern and Southeast- 
ern Mill Supply Company. 


Mr. Muffit: For the last time I’m telling you when 
I want service, I WANT SERVICE. What do you 
people in the mill supply business do to justify your 
existence . . . huh? Didn’t I place that order the first 
of the week? ... Sure the salesman told me it was 
special goods that was not stocked. ... Sure he told 
me to order it a month ago. ... Bunk. High 
pressure tactics to get an order. You are not going to 
tell me that factories are working overtime and can’t get 
their orders out now, are you? No, we p-o-s-i-t-i-v-e-l-y 
are not going to obligate ourselves to buy goods until 
we need them. And when we place an order we expect 
you, as a mill supply distributor, to have the goods in 
stock, or deal with some manufacturer who can get 
them here in a reasonable time. What do you do with 
orders you get? Put ’em in your pants pocket and 
then send the suit out to the dry cleaners? .. .! (Busi- 
ness of slamming down receiver. ) 

Mr. Muffit to Secretary: And to think that this 
house is our distributor in this territory. Of all the 
blithering nincompoops to have the exclusive sale of 
our goods. No wonder sales are down. We ought to 
sell direct and be done with it. 

Secretary: Yes, sir. 

Mr. Muffit: By the way, get me Mr. Stern on the 
wire, purchasing agent at the Northwestern and South- 
eastern. 
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1s not 
Sauce for 


the Gander 


By W. J. HOLMES 


Eastern Field Editor, 
Mit. SupPPLIES 


Secretary: Yes, sir. 

Mr. Mufit: Helle, George, old boy. How’s tricks? 
Say, when are we going to have another game of golf 
like we had a week ago Sunday. Great game you play, 
George, old boy. ... Say, there’s one thing I called 
up to tell you, old man. You know that order you 
placed for number 5657 in that extra width? ... 
Well, darn it I can’t tell when we will be able to make 
shipment. It’s special stock. You see we have to wait 
till we gets orders for a full kiln on that stuff before 
we run it through. You know how it is. If we run a 
part of a kiln the overhead eats up our profits. ... 
No, we can’t do that either. Orders are coming slow 
now and it doesn’t pay to make up a full kiln, when 
we have orders for only a small fraction of one. We 
are keeping down our stock to a minimum, on account 
of the depression. 

I'll be frank with you, business has gone to the dogs 
lately. We’re cutting down to the (Turn to page 60) 
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The Industry’s Responsibility and 
the Individual’ s 


ELLING industry on the economic im- 

portance of the distributor is necessary. 

Too many industrial users are still of 
the belief that they can save by purchasing 
their supply and equipment requirements 
from sources other than the established 
stock-carrying distributor. Too many man- 
ufacturers are unsold on the idea that the 
distributor, as a specialist, can merchandise 
their products better and more economically 
than they can by selling direct or through 
some other agency. 


The Joint Merchandising Committee of 
the Mill Supply Business, of course, recog’ 
nizes the seriousness of this situation and is 
developing a program to help remedy it. But 
in addition to what the industry as a whole 
may do, there is definite need for action on 
the part of individual distributors and their 
salesmen. Every distributor's representative 
should have at his finger tips the facts as 
to why his organization deserves support, 
and he should hammer them home at every 
opportunity. 


“The Straight Line,” a bulletin published 
by The Stockham Pipe and Fittings Com- 
pany for distributors, makes the following 
comment on this subject in a recent issue. 
In part, it says: 


“We feel that in many cases your (dis 
tributors’) prospects and customers need to 
have made apparent to them some of the ad- 
vantages which to you are so obvious. After 
all, it is with these people that the argument 
of distributor versus direct selling waxes 
strong. 
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“Therefore, may we suggest that your 
salesmen be fortified with the reasons why 
users save time and money by purchasing 
through you?” 


The article then goes on to mention spe- 
cifically some of the many reasons why the 
distributor is both economical and necessary. 


If distributors, individually, will broadcast 
the facts concerning economical industrial 
distribution persistently and consistently, 
thus tieing in with the nationwide industry 
campaign of the Merchandising Committee, 
which promises to make real headway under 
the direction of R. M. Gattshall, there is 
little doubt but what the industrial distribu- 
tor’s economic position will be materially en- 
hanced. 


ewen 


Leadership for the Merchandising 
Committee’s Program 


HE appointment of R. M. Gattshall 

as executive-manager of the program 

sponsored by the Joint Merchandis'ng 
Committee, is the most important step yet 
taken. For it gives to the movement that 
leadership heretofore lacking, but so essen 
tial to success. 


Mitt Supputes has contended ever since 
the launching of the Committee’s campaign 
that leadership, plus organization, must be 
had before much headway can be made. 
You can count on R. M. Gattshall to pro- 
vide the necessary leadership. He has all 
the qualifications. 


Gattshall has an understanding of the dis- 
tributor’s problems possessed by few—an un- 
derstanding built up through years of con- 
centrated study. His former work put him 
in close contact with distributors in practi- 
cally every section of the country, so his 
views of industrial distributing conditions are 


broad. 


That he is well informed as to the man- 
ufacturer’s position is apparent, for he has 
been employed in the manufacturing field 
some 20 years. 


Add to his thorough knowledge of indus- 
trial distribution, a dynamic personality, en- 
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thusiasm, ability to state his case understand- 
ingly to others, executive and sales ability, 
and you have a pretty good picture of the 
man who has been chosen to head the most 
important movement ever launched in this 
industry. 


One of the leaders in the Joint Merchan- 
dising Committee’s program since its incep- 
tion, Gattshall has the will to make it suc- 
cessful. 


This industry is unusually fortunate in 
being able to secure the services of such a 
capable leader as Gattshall and it is hoped 
that the distributors and manufacturers of 
this country will rally to his support, so that 
the constructive results which the campaign 
promises will soon become a reality. 


ewe 


A Knowledge of Product Application 
is Essential to Successful Selling 


ALESMEN should be especially inter- 
ested in this month’s article by W. J. 
Cavanaugh, purchasing agent, The 

American Pulley Company. For Mr. Cav- 
anaugh touches on some very important 
sales points in telling what a “P. A.” looks 
for in a salesman. 


Probably the most significant statement in 
the entire article, which is crammed with 
helpful information, is this: 


“The salesman who knows product ap- 
plication is the one who most likely will 
make good.” 


There’s considerable food for thought in 
that short sentence. A knowledge of the ap- 
plication of products in specific industries is 
not always easy to obtain. It calls for a lot 
of study and hard work. Yet the results, 
which a salesman can secure, make the extra 
effort decidedly worthwhile. 


Mixt Supputes is in thorough accord with 
Mr. Cavanaugh’s belief that a knowledge of 
product application is essential to successful 
selling. As a matter of fact, our entire Mar- 
ket Determination Plan is built around the 
idea of analyzing markets in terms of the 
products handled. 








UNAUESRTAAAAAUAAUUUAAN 


Salesmen nowadays must sell more on 
facts and less on guesswork. The Market 
Determination Plan is a flexible program, 
designed to assist salesmen to do just that. 


The whole plan is thoroughly explained 
in a booklet published by Mitzi Suppties, 
which will be sent readers on request. If 
you do not have a copy, better send for one 
right away. 


Food for Thought 
feo% a lesson for all of us in the 


article, “Sauce for the Goose is Not 
Sauce for the Gander,” which appears 
in this issue. 


Too many people buy one way and sell 
another. When buying, they expect rapid 
service and rock-bottom prices and if every- 
thing doesn’t go just right, they can’t un- 
derstand it. 


When selling, however, they take an en- 
tirely different stand. Often it’s hard to get 
rush orders through as quickly as they're 
wanted and the price, of course, has got to 
be sufficient to cover all expenses and leave 
a fair profit. 


C. D. Garretson, of the Electric Hose and 
Rubber Company in his booklet, “Thinking 
Through,” published a few years ago 
touched upon this very subject. He pointed 
out the Dr. Jekyll and Mr. Hyde attitude 
assumed by many individuals to fit specific 
occasions. As buyers, everything has to be 
just so. Prices must be low, service above 
reproach. Little thought is given as to 
whether the seller will make a profit on the 
transaction. 


On the other hand, as sellers, making a 
fair profit is a prime factor, as it should be. 


Many business men need to learn to deal 
with others as they like to be dealt with. 
You can’t long remain in business: unless you 
make a profit. Neither can the other fellow. 


If more of us would buy as we like to 
sell, there would be lots less red ink needed 
in making out profit and loss statements 
than is true at the present time. 
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PRODUCT APPLICATION CHART ON RUBBER TRANSMISSION BELTING 


(Continued from page 23) 





Pusuic Utiities 
Electric Light & Power Plants Coal Crushers and Pulverizers, Blowers, Generators, Compres- 
sors, Main Drives. 


Gas Plants Manin Drives, Pulverizers, Blowers, Compressors... .(All Drives) 
Water Works Pumps. . 


application chart now being used 
by one manufacturer for the use 
of distributors’ salesmen. 

This chart on rubber transmis- 





Basic INpustRies 
Quarries Gang Saws, Crushers, Lenix Drives. ....., .- (All Drives) 
Granite & Stone (finished) Main Drives, Polishing Machines, Grind Drives, Exhaust 

Fans, Compressors. . . (All Drives) 

Crushed Rock Rock Mills, Gyratory Crushers, Jaw Grodiens, Fine Reduction 

: Crushers . (All Drives) 

Coal Mines & Tipples Main Drives, Pumps, Crushers, Screens, Jigs, Ventilating Fans, 

? ? fy owe aes (All Drives) 
Metal Mining & Refining Jaw Crushers, Gyratory | Breakers, Conical Mills, Tube Mills, 
Roll Drives, Cone Drives, Centrifugal Pumps, Jigs, Dynamos, 
Fans, Blowers, Elevators, Compressors. 
Cement & Lime Plants: Main Drives, Crushing, Grinding, Pulverizing, Pumps, Tube 
Mills, Ball Mills, Kiln Drives, Generators, Compressors. 


(All Drives) 
Oil & Gas Wells Cable Tool Drills, Band Wheel Drives, Walking Beam Pumps. 
Refineries & Pipe Lines Vacuum Pumps, Circulating Pumps, Sulphur Dioxide Compres- 
sors, Air Compressors. 





sion belting shows a breakdown of 
industrial plants under the follow- 
ing classifications: public utilities, 
basic industries, contractors, mis- 
cellaneous, process industries, fer- 
tilizers, food industries, metal refin- 
ing and working industries, cotton 
and textiles, and wood industries. 
Then, opposite each type of indus- 
try, the service applications for this 
product are indicated. With this 





ConTRACTORS 
Road Building Rock Crushers, Elevators, Compressors. 


data, the salesman can tell at a 
glance where to look for business, 





MISCELLANEOUS 
Steam Laundries Laundry Machines, Extractors ....... ... ..... (All Drives) 


thus making his sales efforts more 
effective. 








Process INDUSTRIES 
Ceramics, Brick & Tile Main Drives, Crushers, Grinding Pans, Pug Mills, Brick 
Machines, Represses, Auxiliaries. 


OST distributors, who coop- 
erated with us in our survey, 





Fertilizers Main Drives, Crushers, Pulverizers, Blowers, Rock Mills, Mixers, 
Compressors, Shaker Screens, Vertical Drives. 


report that their sources of supply 
furnish direct mailing pieces, mag- 





Foop INpustRies 

Sugar Refineries Centrifugals. 

Canneries Cutters, Huskers, Sorting Tables, Graders, Elevators, Viners, 
Canning Machines, Bottling Machines .. . (All Drives) 
Creameries, Ice Cream, etc. Motor Drives, Peanut Roasters, Bottling Machines, Compressors. 
Grains, Flour, etc. Generators, Attrition Mills, Hullers, Feed Grinders, Aspirators, 
Sifters, Separators, Mixers, Pneumatic Conveyors, Feed Mills. 


azine advertising, missionary sales 
help, and sales conference instruc- 
tion. In some cases, manufacturers 
arrange to have the distributors’ 
salesmen get first-hand information 





Meta ReFininc & WorKING 
Steel Mills & Foundries Cold Saw, Hot Saw, Motor Drives, Lathes, Bléwers, Serpentine 

Drives, Compressors, Tumbling Mills. 

Metal Working Lathes, Drills, Abrasive Grinders, Blowers, Miscellaneous Tools. 


by studying operations in the plant. 
Distributors who do employ spe- 
cialized salesmen to sell the line of 
mechanical rubber goods also have 





CoTTON AND TEXTILES 
Cotton Gins & Oil Mills Gins, Linters, Separating Equipment, Crushing Rolls, Meal 

Grinders, Pumps, Motors, Lineshafts. 

Textiles Main Drives, Openers, Breakers, Warpers, Spinning Frames, 

Roving Frames, Looms, Felt Whippers. 


the men handle a complete line of 
transmission supplies along with it. 
While distributors already sell 





Woop INpustrRies 
Lumber Mills Main Drives, All Saws, Band Mills, Hogs, Planers, Fans. 


(All Drives) 
Planing Mills & Wood Working Main Drives, All Belts on Planers, Matchers, Moulders, Edgers, 
Fans, Compressors. 


over $31,00,000 worth of mechani- 
cal rubber goods a year, there is 
little doubt but what with proper 
application of sales information of- 





MISCELLANEOUS INDUSTRIES 

Paper & Paper Products All Paper Machine Drives, Beaters, Winders, Dryers, Jordans, 
Cone Pulleys, Winders, Suction Couch, Stock Pumps. 

Office Buildings, Hotels, etc. Pumps, Blowers. 

General Service Main Drives, Short Center Drives, Crossed Drives, Quarter 
Turns, Mule Drives, Reverse Drives, Lenix Drives, Abnormal 
High Speed, Abnormal Slow Speed, Wet Drives, Acid Fumes, 
Multiple Drives, Shifter Drives, Cone Pulleys. 








fered by manufacturers, plus the 
right kind of sales cooperation, 
great forward strides can be made. 
The profit rate is slightly higher 
than on the average supply line and 
the turnover of 3.39 only slightly 











BREAKDOWN OF MANUFACTURERS’ HOSE SALES 


Air Hose 
Water Hose 
Suction Hose 
Garden Hose 
Steam Hose 


Mill and Fire Hose 











below the accepted average on all 
lines. The line lends itself admirably to 
sales through general salesmen and the 
volume possibilities are excellent. 

The major competition, direct sales by 
manufacturers, has been cut down con- 
siderably during the past few years, and 
will probably continue to become less a 
factor in direct proportion to the effect- 
iveness with which the distributor proves 
to the manufacturer and user that he is 
willing to carry ample local stocks, pro- 
vide proper service, and capitalize on the 
many uses for mechanical rubber goods 
which exist in industry today. 

The distributor’s opportunities for in- 
creased sales and profits are apparent. 
It’s up to him to make the most of them. 
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ALWAYS 


DEPENDABLE 


pions INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
DETROIT 


ESTABLISHED IN 1886 


CANADIAN 


PLANT 


WINDSOR, ONT 
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Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Charles S. Barry Dies Suddenly 

R. CHARLES S. BARRY, 
M secretary-treasurer of The 

Murray Company, Dallas, 
Texas, died suddenly at his home 
Wednesday, July 8, 1931. He had 
been in his usual good health and 
was at his office until five o’clock. 
Shortly after reaching home, while 
reading the afternoon paper, he sud- 
denly passed away. 

Mr. Barry was one of the original 
organizers of The Murray Company, 
which has been in business for more 
than 30 years. He was elected sec- 
retary in 1901 and treasurer in 1902. 

In the death of Mr. Barry, the 
cotton world has lost one of its finest 
personalities. He always took an 
enthusiastic interest in whatever of- 
fered help for the cotton grower. 
His wise judgment and long experi- 
ence in the cotton ginning business 





did much to build the great institu- 
tion of which he was a vital part. 
tis affable manner won him many 
friends throughout the cotton world 
and in the field of mill supplies. 


* * * 


Industrial Supplies Distributor 

for Bauer Brothers 

Industrial Supplies, Incorporated. 
Memphis, Tennessee, has been ap- 
pointed to represent Bauer Brothers 
Company, Springfield, Ohio, on its 
grinding and huller plates, in Mem- 
phis and adjacent territory. 

With this new connection, Indus- 
trial Supplies will be able to serve 
the oil mills and feed plants out of 
Memphis stock, thereby saving extra 
transportation charges for the user. 

The Memphis company will also 
handle Bauer Brothers’ repair parts 
in the Memphis territory. 


Here is the line-up of the Cleveland Tool and Supply Company, Cleveland. In the 


first row are: 
and W. W. Lewis. 
Bureau, and Ed. Dalitz. 


In the back are: H. E. Ruhf, H. Peeples, G. R. 
G. E. Russell Al Miller, and C. J. 


J. CG we = H. B. Cole, K. A. Ferguson, E. W. 


ose in the center row are: H. 


. W. Ha R. C. Locker, 
Fishback, B. A. Herren, O. F. 


Factor. 














Charles S. Barry 











McLaughlin Mill Supply Increases 
Lines and Force 

E. P. Herrick and K. White have 
joined the sales force of the Mc- 
Laughlin Mill Supply Company, 
Hammond, Indiana. 

The Atlas road scraper and the 
Pittsburgh Tube Company products 
are new lines being sold by the com- 
pany. 

* * * 


What’s in a Name? 

July first of this year saw the 
straightening out of a situation in- 
volving names that may have been 
confusing to some. : 

In December, 1929, the Indus- 
trial Belting and Supply Company of 
San Francisco had consolidated with 
the Pacific Mill and Mine Supply 
Company of San Francisco to form 
a company known as the Pacific In- 
dustrial Supply Company, located at 
364 Sixth Street. D. M. Folsom, 
president of the Pacific Mill and 
Mine Supply Company of Los An- 
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For Restoring Prosperity 
To Distributors 


E conomize 
Stock only RED END (Tungsten Steel) 
RED BACK EDGE (High Speed Steel) Hack Saw Blades. 





Localize 
Stock only the sizes of these Hack Saws that are used in the 
definite local distributor territory you cover. 


Specialize 
Know the firms in your territory that use Hack Saws and get 
their orders for SIMONDS RED END and RED BACK EDGE 


Blades through your men who specialize on these lines. 








Advertise 


Cash in on the extensive sales and advertising plan that 
SIMONDS is carrying out on these highest quality Hack Saw 
Blades. Let the user know you have them and you win his 
confidence. 


SIMONDS 


HACK SAW _ BLADES 


SIMONDS SAW AND STEEL COMPANY, FITCHBURG, MASSACHUSETTS 
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General Quidoor Adv Co 


WP & R.S.MARS CO. 


DULUTH 


INDUSTRIAL 
MACHINERY 


MECHANICAL 
RUBBER GOODS 


aS 


One of five large billboards which the W. P. and R. S. Mars Company, Duluth, is 
using to help business along. Each one is located on a main highway into Duluth. 


geles, was financially identified with 
the Pacific Industrial Supply Com- 
pany, although the latter was oper- 
ated as a separate company, set up 
independently. This arrangement was 
changed, however, on July 1, 1931, 
and the company has gone back to 
the name of Pacific Mill and Mine 
Supply Company, Incorporated, and 
is now being operated as a branch of 
the Pacific Mill and Mine Supply 
Company of Los Angeles, under the 
able management of H. W. McCann. 
The location on Sixth Street remains 
the same. 
ee. 
Petter Supply Has New 
Representative 

J. T. Ballance of Metropolis, Illi- 
nois, has replaced the former repre- 
sentative of Henry A. Petter Supply 
Company, in western Kentucky and 
northwestern Tennessee. 

2 s 


Frank Bowman Platt Passes 

Frank Bowman Platt, former vice- 
president, Farwell, Ozmun, Kirk and 
Company, St. Paul, died recently at 
his home in that city. He was 68 
years old. 

Mr. Platt started his career with 
A. O. Ozmun and Company. In 1905 
he became secretary of the company 
which was then called Farwell, Oz- 
mun and Jackson. In 1912 he was 
made vice-president. He was forced 
to retire from the firm in 1928 be- 
cause of ill health. 

He is survived by his wife, five 
sons, a daughter and two sisters. 





Frank Laffan Returns to 
S. B. Roby Company 

Frank Laffan, formerly purchasing 
agent for the Penn Yan Boat Com- 
pany, is now with the S. B. Roby 
Company, Rochester, New York, in 
charge of the automotive supply de- 
partment. Mr. Laffan had been with 
the latter company before having re- 
signed two years ago. 


-Supply Company, 


Stacy Supply Makes Lamont 
Office Manager 


J. R. Lamont has been appointed 
office manager of the E. S. Stacy 
Springfield, Mas- 
sachusetts, effective July 15. 

x * * 


Farwell, Ozmun, Kirk Handles 
New Lines 


Farwell, Ozmun, Kirk and Com- 
pany, St. Paul, Minnesota, has taken 
on the Vulcan Tool Manufacturing 
Company’s line of tools, and the 
Clipper Belt hooks and lacers. 

* *K * 


Consolidated Supply Makes 
Change in Officers 

New officers of the Consolidated 
Supply Company, Portland, Oregon, 
are as follows: W. S. Babson, 
president and treasurer; E. A. Neu- 
pert, vice-president and general man- 
ager; John S. Coke, secretary; E. R. 
Rasmussen, sales manager ; and R. E. 
Weston, purchasing agent. 


* * * 


Burhans and Black Buys Buffalo 
Company 

The Buffalo Wholesale Hardware 

Company, a leader in its part of the 

country for over 30 years, has re- 





The employees and officials of the Evansville Supply Company, Evansville, Indiana, lined 
up in full force for this picture. The men are, from left to right: F. J. Hofacker, 
manager and treasurer; G. W. McAvoy, credit manager and secretary; F. W. Wastger, 
Kentucky salesman; F. W. Kullmann, purchasing agent and vice-president; C. P. Bettag, 


Indiana salesman; E. G. Heeger, city salesman; Maurice Moredoc 


k, account department; 


T. C. Van Cleve, Illinois salesman; I. C. Dickman, billing department; J. C. Hedderick, 
bookkeeper; Elmer Beard, stock record; I. H. Holder, city sales; C. F. Schlamp, sales 
manager; and Julius Schoekel of Walworth Company. The girls are: Viola Hardin, 
billing department; Hazel ns stenographer; Lorain Smith, telephone operator, 


and R 


Friedman, stenographer. 
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“BULL'S EYE” Setunc Gets Resutts 


FOR Distrisutors Wuo SPECIALIZE 
ON THE BLAcK « Decker LINE 


rr Black & Decker 14” Drills 
and Black & Decker Hole 
Saws are Selling NOW 
to Industries Shown in 


the Sales Guide Chart 


on the following pages. 


THe Brack & Decker Mec. Co. 
TOWSON, MD., U.S.A. 
World’s Largest Manufacturer of Portable Electric Tools 








Shown below are a few of the 
items that make up the complete 
Black & Decker Line of Portable 
Electric Tools—the line that 
leads the way to more business. 


Electric Hammers 


Electric Bench 
Grinders 


Portable Electric 
Grinders 


Electric Glue Pots 


Electric Sanders 


Electric Valve 
Refacers 


Electric Tool 
Chests 


Electric Polishers and 
Supplies 


Electric Fender 
Straightener 





Aiming sales effort at 
known markets, markets 


that need the products— 
that’s Black & Decker’s 


“Bull’s Eye” Selling Plan. 


Here's how to apply it to 
Hole Saws—and get results! 


5 ihre thermometer is gurgling around one hundred outside, and 

there’s not a breath of air stirring in the office where this adver- 
tisement is being written. If some smart fellow came along with an 
electric fan just now, he’d make a sale. 


And if smart distributors get around to plants where they’re still 
cutting round holes by slow, out-of-date methods, and demonstrate 
how quickly and easily clean, round holes are cut with Black & Decker 
Hole Saws, they'll make sales, too. The point is to know where hole 
saws should be used, and not waste time seeing prospects who aren’t 
really prospects at all! 


Black & Decker’s plan of ‘“‘Bull’s Eye’”’ selling takes care of that. It 
furnishes distributors with real prospects to aim at. Prospects on 
whom their salesmen can turn a large proportion of calls into sales. 


Look at the chart on the next page. It shows in which industries 
and on which specific jobs the speedy, efficient Black & Decker way 
of sawing clean, round holes is needed. These industries can use 
Black & Decker ¥” drills—and the various size hole saws up to 4”. 
There are potential sales for both drills and hole saws wherever there 
is a dot on the chart. 


But the charts aren’t all we furnish. Here are some more B. & D. 
advantages: (1) We sell through distributors only. (2) We maintain 
standard resale prices. (3) We back you up with wide-spread, power- 
ful national and trade advertising. (4) We protect you against loss 
through price reduction. (5) We maintain 68 service stations 
throughout the country, ready to give factory quality, 24-hour service 
on all of our tools. (6) We constantly develop and improve our line 
through research and invention. 


Add these advantages to the intelligently planned sales campaigns 
exemplified by the Sales Guide Charts—and you'll know why smart 
distributors the country over standardize on the Black & Decker line, 
get their customers to standardize, and cash in on larger initial and 
repeat sales. 


Further information is yours for the asking. 


VmNS 
IBWLAQK &IDGQOOAR 
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Leather and Tanning Plants 


APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC HOLE SAWS 


Furniture Mfg. Metal and Wood 


Automotive Products Mfg. 


Agricultural Implement Mfg 
Apartment & Bldg. Maintenance 


Building Contractors—General 


Furnace and Stove Mfg. 


ingine Motor Mfg. 
ixplosive Mfg. 


It will help you to develop your existing markets 


and to find new ones. New uses mean more business. 


‘actory Maintenance 


Canning Plants 


— 
~ 
< 
ie 
U 
Lu 
a) 
od 
O 
oe) 
Liu 
ao | 
< 
oe) 
nr 
oie 
_ 
Lu 
oe) 
=? 


Hardware Mfg. 


INDUSTRIES 
k and Clay Industry 


ation Industry 


Foundries 


‘lour Mills 





Artificial Limb Mfg. _ 


Cabinet Mfg. 


See Next Page for Illustrations of Applications 
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aint and Varnish Mfg. 

-aper and Wood Pulp Mfg. 
-etroleum & Natural Gas Wells 
iano and Musical Instr. Mfg. 
-*lumbing and Steam Fitters 
Crunk and Bag Mfg. 





Rubber Goods Mfg. 


Ship Building 


Railroad Car Mfg. 
Steel Works 


il Refineries 
-acking Houses 
Radio Industry 
Cextile Industry 


Quarries 


Bri 


Automobile Factories 


Metal Smelting & Refining Plants 


Drug and Chemical Plants 
Mill Work 


Slectrical Contractors 
Glass Mfg. 

Iron and Steel Mfg. 
Machinery Mfg. 


Av 





| Lime and Cement Mfg. 
] Office Equipment Mfg. 
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. Black & Decker Hole Saw and 
Drill cutting clean holes in 
radio panels for dials, gauges, 
etc. 

. Cutting clean, round holes in 
cast iron pipe. Glass manufac- 
turing plant. 

. Cutting holes in furnace for 
outlet pipes. 


4. Cutting holes for light sockets 





in electric sign. 

. Drill stand, drill, and hole saw 
combining to cut out fibre gear 
blanks. 

. Cutting holes in duralumin 
for aircraft engine installation. 
Example of reaching hard-to- 
get-at places. 
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A. D. Richardson, V-belt specialist, and 
Edward A. Hirshon, sales manager, of the 
W. S. Wilson Corporation, New York, 
have their heads together planning ways 
in which to capitalize on the consumer 
acceptance of V-belts. 





leased the ownership of its business 
and property to Syracuse interests. 
W. C. McClaskey, president and 
treasurer of Burhans and Black, In- 
corporated, Syracuse, New York, 
has acquired the control of the cor- 
poration. Burhans and Black was 
founded in 1870. 

Mr. McClaskey is now president 
and treasurer of the Buffalo Whole- 
sale Hardware Company and will re- 
tain as his associates Albert W. 
Weaver, and N. A. Taber, both men 
who have been affiliated with the 
3uffalo institution since its incep- 
tion in 1900. Mr. Weaver will be 
secretary and assistant treasurer, as 
well as general manager. Mr. Taber 
will be vice-president and merchan- 
dise counsellor. 

Mr. McClaskey states that when 
his plans are completed, a selling and 
distributive force will be brought to- 
gether under a single management, 
with 35 road salesmen and a resident 
organization of 185 people for both 
the Svracuse and Buffalo houses. 





The shock troops of the 
Company, San Francisoo. 
lick, by the way, if they took a notion to 


A. J. Glesener 
A hard gang to 


gang up on you. At the left is “Rube” 
Elvin, shipping clerk. Center, I. J. Campi, 
receiving clerk, otherwise known as “Its” 
who ought to make a mighty good sales- 
man some day. At the right is Ed Mul- 
lany, head of the shipping department. 





RMSTRONG TOOLS have 
lived through many 
“panics”—have held their 
“par” while other tools were los- 
| ing false values, or their market. 

ARMSTRONG TOOLS sell bet- 
| ter because of occasional “hard 
times” for during and after such 
periods tool buyers study tool 
values and quality, and buy more 
carefully. 


You can never “get stuck” on an 
ARMSTRONG line . you 
will never have to “write them 
off’ . . . or make excuses for 
them. They leave nothing to be 
explained away. You will never 
have to “make good” for 
ARMSTRONG TOOLS out of 
your own pocket or wonder what 
your competitor is paying for 
them. 


There are no “weak sisters” 
among ARMSTRONG TOOLS 
—all are of the same quality, the 
best that can be made, improved 
tools in complete lines that re- 
quire no “fill-ins.”’ 


| ARMSTRONG LINES are prof- 
itable lines. They are known and 
used wherever metal is machined. 
ARMSTRONG recognition and 
ARMSTRONG quality 
make a firm foundation to which 
to anchor in troubled times as 
well as when things are booming. 





NOTE: Our Pipe Tools are marked 
ARMSTRONG BROS. and are dis- 
tinguished by the Arm-and-Hammer 
Trade Mark. 


Write for Catalog B-27. 


Armstrong Bros. Tool Co. 
“THE TOOL HOLDER PEOPLE” 
305 N. Francisco Av., Chicago, U.S.A. 








MILL SUPPLIES 





How They Survived a “Cata- 
clysm of Nature” 


In these days demanding nerve and 
faith, an example of what those two 
qualities accomplished 26 years ago, 
is timely. At that time J. H. Marshall 
and his present associate, G. F. New- 


ell, had good jobs with Dunham, Car- 
rigan and Hayden, San Francisco. 
Just about two months before the 


| great fire and earthquake they started 


in business for themselves, each put- 

ting in $5,000 cash, mostly borrowed 

money. They had their stock of 

: hardware in, and being well known 
* P P to the trade, they were getting the 
Built of Highest Quality | orders and things looked bright. 
Then came the disaster. It wiped 


M at er ials for out everything they had—warehouse, 


stock, books, everything. 


When things settled down enough 

| so they could think they held a con- 

ference together. At first it looked 

| as though they might just as well go 

back to work for Dunham, Carrigan 

E x { ELLEN E if they could. Finally one of them 
suggested going back into business. 


This seemed nonsensical, but the 


Valves—Trucks— Barrows a 














The name Fairbanks for many years has represented “Standard 
for Quality and Service” and each year sees Mill Supply dis- 
tributors and their salesmen cashing in with greater profits by 
handling the money-making Fairbanks line. ... There is a 
Fairbanks Truck for every purpose. Mills, factories and con- 
tractors in your territory know Fairbanks barrows stand up 
under the most severe use. Reliability is the watchword of 
the Fairbanks organization. Start now—get back of this 
splendid equipment and build added profits and good will. 
Write today for our complete catalog, prices, discounts, etc. 





Fairbanks No. 739 Family 
Barrow (illustrated) is a good 
little General Purpose barrow 
and a fast mover. 


As a Grocery and 

Warehouse Truck 

the Fig. Q2183 

illustrated is unex- 

celled. You can 
sell hundreds of them to 
factories, warehouses, and 
various wholesalers’ in 
your territory. 


THE FAIRBANKS COMPANY 


BOSTON NEW YORK PITTSBURGH ' 
Factory: Rome, Ga. Joseph H. Marshall 
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that Vg Gt 


Forged Steel 


fa FITTINGS 
 & Preference! 





When you make Vogt Drop Forged Steel 
Fittings your preference you overcome dif- 
ficulties commonly encountered with weaker, 
lighter designed fittings represented to be 
‘Just like Vogt.” 





Vogt fittings are sturdily designed — actually weigh 
more—in addition to the use of high grade material 
that forges correctly and gives added strength. Strain 
and shock are easily withstood at elevated temperatures 
and pressures and where severe abuse, erosion, and 
corrosion are unavoidable, any alloy, stainless iron or 
steel can be substituted for open hearth stock ordi- 
narily used. 


Write for Catalog F-7 
HENRY VOGT MACHINE Co. 


INCORPORATED 


LOUISVILLE, KY. 


Branch Offices: NEW YORK CHICAGO CLEVELAND DALLAS PHILADELPHIA 


Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Refinery Equipment, 
Water Tube Boilers, Ice Making and Refrigerating Machinery, Heat Exchangers. 
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Start No 


Build New Business \ 
» Profitable Business «‘ 


a 





with 


MILWAUKEE 


Industrial B 


Every plant, every shop in your 
territory uses brushes. Practically 
every one of them needs new 
brushes—now perhaps more than 
ever before—some to replenish de- 
pleted stocks, others to replace 
numbers that are practically used 
up. Are you building your profits 
through proper hustling behind 
the right brush line? 


Start now to develop your 
brush business by taking on 
and pushing the MIL- 
WAUKEE line. A qual- 
ity line—widely varied— 
manufactured by an insti- 
tution that is well estab- 
lished and has an enviable 
reputation, both among 
distributors and users. 
Write today for Catalog 
No. 29 and all the facts. 
Our products will appeal 
to you if you are inter- 
ested in increased sales and 


good profits. 


Specia 








Remember |MILWAUKEE| Means “Brush Excellence” 
THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 
MILWAUKEE 
wisconsaim 


rushes 


Brushes and Brooms 





Bristle—W ire—Fibre 


LWAUKEE 


Hand and Power Operated 


! Brushes Made to Order 

















Salesmen of the Pittsburgh Gage and Sup- 


ply Company, Pittsburgh, with F. J. Hill, 

representative of the Greene-Tweed Com- 

pany. Mr. Hill is at the left. Next him, 

in order, are D. N. Rupert, H. J. Pitz, Jr., 

W. F. Zarman, J. W. Donaldson, P. J. 

Halter, L. L. Brenholts, and J. R. Sharer, 
who almost got left out. 





more they thought upon it the more 
they were impressed with the pros- 
pects for success which were before 
them when the fire wiped them out. 
So they decided to try. 


Down on the flat in an utterly dev- 
astated area was one lone little shed 
or shack. Marshall happened to know 
the man that owned it and had a 
lease on the ground. He went to 
this man, and in the spirit of help- 
one-another that then prevailed he 
told them to take the place and wel- 
come, for as long as it would do them 
any good. They also knew a jobber 
in Seattle who came to their aid with 
about two carloads of assorted hard- 
ware stock which would be useful in 
reconstruction work. He shipped it 
along and told them to pay for it 
when they could. 


This stock was put into the shack 
usual,” 


and “business resumed as 































C. J. Ambrogi, manager of the mill supply 
department, Ford and Kendig Company, 
Philadelphia, accepts a cigarette from C. L. 
Goresche, representative, Flexible Steel 
Lacing Company, Chicago. 
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‘Why all the Grief?” 








Wis ars THAT? You're still having 
soldering troubles? That means you 


ag 


haven't tried Kester! 


That’s exactly what it means! Many a 
manufacturer has tried cored solders of 
different kinds without ending his troubles. 
But once he writes to Kester’s Industrial 
his difficul- 


ties are over forever! Because when Kester 


Development Department . . . 


Solder comes into a plant . . . trouble goes 


out! Kester is simple, safe, and certain. It 
carries its own scientifically prepared fluxes 


right inside itself. ...and requires only heat. 


Write fora 
FREE SAMPLE 


All Kester Solder exceeds 
Class A Purity Specifica- 
tions of the A. S. T. M. 
















In both production work, and in main- 
tenance of equipment, Kester puts an 
Write 
our Industrial Development Department 


No 


instant stop to soldering griefs. 


for answers to your own problems. 
obligation at all. Write today. 


Mill Supply Houses Attention: Top qual- 
ity, and knock-out advertising to make it 
known, have created an enormous demand 
for Kester in both Production and Mainte- 
nance Departments. Get in on this now 

. it’s a good thing! Kester Solder Com- 
pany, 4215 Wrightwood Ave., Chicago, 
Illinois. Incorporated 1899. 


ESTER 


rh ae ae 





So 


Aeid-Cere . 
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| 


A 


for the 


| who trusted them. 
| they collected on practically all of it 
| and discharged their obligation. 


| pany, 





| Visitors Welcome! This picture shows the 
| first floor of the Charlotte Mill Supply 
| Company, Charlotte, North Carolina. As | 
| is true of many other southern mill supply 


companies the office is located in the rear 
of the first floor. This arrangement allows | 
customers and executives to meet unham- | 


| pered by any obstacles that interfere with | | 


close personal relations between company 
and customer. 


They took a blank book and for 


| weeks merely entered therein from 
| day to day what they sold, to whom, 
| and the price. 


They got no money 
in at first, any more than the jobber 
But eventually 


This was the beginning of the pres- 
ent Marshall-Newell Supply Com- 
now maintaining a 


$100,000 and $250,000, and employ- 


| ing 12 to 15 salesmen. 


TOUGH JOB 


for crooked track . . . for | 
uphill grades . . . for heavy cars 
—on the TOUGH JOBS—the 
EXTRA POWERoftheATLAS 


comes into its own. 


This power is more than a myth. 
The cutaway view above shows 
how it is built into the Atlas 
through compound leverage . . . | 
and actual every-day use on tough | 
jobs has proved its practical | 
worth. 


When you can present facts on 
the superiority of the ATLAS, 


you have a definite sales advan- | 
tage. Write at once for full | 
details. 


Appleton Car Mover | 
Co. | 


Appleton, Wisconsin 
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Hindson Soon to be on His Feet | 


N. F. Hindson, sales manager of 


the Waterhouse-Lester-Scovel Com- | 


pany, San Francisco, has been laid 
up with a broken hip in the hospital 








| Some of the men with the John Bright 


Company, Reading, Pennsylvania. From 
left to right, they are: Horace Eisenbrand; 
Harry Schied; Raymond Heisler; R. 


Moore, manager, mill supply department; 


John F. Heckman, smallest truck driver in 
the city, and Frank Wendling. 





stock of | 
| industrial supplies averaging between 






Continued 
success 
is a matter 
of 
customer 
confidence 





Your continued success de- 
pends upon the confidence 
of your many customers. 


The best way to cement this 
confidence is to concentrate 
on the lines upon which your 
customers have learned to 
depend for reliable perform- 
ance. 


Brown & Sharpe Tools are 
one of these important lines. 
Their reliable performance 
for over 80 years carries 
with it valuable good will for 
the Brown & Sharpe Dealer. 
Brown & Sharpe Mfg. Co., 
Providence, R. I. 


[|BS 


Brown& Sharpe 


Tools 


**World’s Standard of Accuracy” 
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YOUR 
CUSTOMERS 
WANT 
THESE 
EFFICIENT 
PAPER 
PULLEYS 

















—ON THEIR MOTORS —ON THEIR MACHINES 


Tu IS YEAR —more than ever before 


—manufacturers are demanding efficiency in their 
power drives. They know that "power saved is 
money saved." Lazy, slipping, power-wasting pul- 
leys are “out."" BROWNING Paper Pulleys— 
because of their superior belt grip—are more 
popular than ever. 

That's the reason why BROWNING dealers are 
profiting by undiminished pulley sales—in the very 


face of "dull times."' There are no “dull times" for 
BROWNING Pulleys! 

Why not get your share of this business? 
BROWNING Pulleys are easy to buy. We carry 
2,864 sizes always in stock—ready for immediate 
delivery. Dealers everywhere carry stocks of 
popular sizes and draw on our complete factory 
stock for other sizes. . . . Write today for size 
and price list. 


THE OHIO VALLEY PULLEY WORKS, INC., MAYSVILLE, KY., U.S. A. 


BROWNING OFFSET KEYSTOCK— This handy keystock in two-foot bars is 
always in demand. Made in 23 stock sizes. Substantial profits for you. Write 


us for folder and dealer discounts. 


BROWNING 











PAPER PULLEYS 
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Distinctive 
Among 
Belt Lacings 


Alligator Steel Belt Lacing combines 
the features of (1) a smooth, flexible, 
rocking joint, (2) great surplus 
strength, (3) preservation of the belt 


a oe = 


ends and (4) easy, rapid 
application with a hammer as the only tool. It compresses the 
belt end in a powerful vise-like grip. No holes to punch. Often 
lasts the full life of the belt. Suitable for all types of belting. 
Eleven sizes. Made also in Monel Metal. You can recommend 


it “blind”. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street 


CHICAGO, ILL. 


In England at 135 Finsbury Pavement, London, E. C. 2 
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or furnace, 
e enduring 
ls from which 
cture guarantee its 
our full line of 
brazed and welded 
steel products, sold 
by leading supply 
houses & jobbers. 

















for nearly a year. His many friends 
on the Pacific Coast will rejoice in 
hearing that he has improved greatly 
and has been promised that by the 
first of August the cast could be re- 
moved. Final recovery is well in 
sight now. 





These men would not take off their hats, 
so the result is shadows. But the pictures 
are good likenesses anyway of three well- 
known Portland, Oregon, men. In the 
middle is E. J. Munnell, at the right A. J. 
Sherrill of Munnell and Sherrill, and on 
the left is a visitor of theirs—Lafe Man- 
ning of the Manning Packing and Supply 
Company. 





Appleby Brothers and Whittaker 
Handles Chemicals 

New warehouse facilities for stor- 

ing Solvay chemicals have been ac- 


quired by Appleby Brothers and 
Whittaker Company, Harrisburg, 
Pennsylvania. <A full line of chem- 


icals has been taken on, and the com- 


| pany force increased to handle the 
| merchandising of the new line. 


| son, 


* uk * 


Kline and Company Sells to 
Neyhart 

Kline and Company, Williamsport, 
Pennsylvania, has sold its entire re- 
tail division to the Neyhart Hard- 
ware Company of Williamsport 
The Kline company will continue its 
wholesale hardware and automotive 
business exclusively. 








A. L. Blake and Company of Portland, 


Maine, furnishes its esmen with cars 
bearing the company name. Carl Ander- 
one of the salesmen, is about ready 
to go after business. 
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Ra LE BALL BEARING SPUR GEARED 


CHAIN HOISTS 





‘FROM HOOK TO HOOK A LINE OF STEEL. 


is the message stressed in all of our August Chain Hoist advertising. 


We drive home the importance of great strength for the safe handling 


of a product and the safety of the operator; and we emphasize the 


fact that Yale Ball Bearing Spur Geared Chain Hoists have steel load 
sheaves, Chrome Vanadium Steel ball bearings; one-piece driving 


fol Tol mm olaloMM liallola Meath Mh iaelas Mio MRolael-1oME Si-1-1 Mol lelal @mmal-Toh ee Rag-tohi-lo Mm olale 


ground; wrought steel side plates; electric welded, die formed, heat- 


treated steel load chaln; forged steel safety hooks, crossheads and 


connecting pins; one-shot ball oiler lubrication system; sealed load 


sheave bearings; every part made and inspected in the Yale and 
Towne Philadelphia Plant. 


lolVi me aolalitsi-tabmmeoloha-im il tials olalalcl Mial-mcolilohedlals Manl-tt1-lel- Me coi ialeltrt-laler 
of prospective chain hoist buyers each month: 


Distributors serve industry economically. 
Buy Yale from your Industrial Supply Distributor. 





] Hoisting and Conveying Systems 





THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, Electric Hoists and Trolleys 





MILL SUPPLIES 





58 
i lll IRE E 





Profit 


© 
Builders 
At the R. C. Duncan Company sales con- 


a n Mill or Warehouse “Loontee” ference, held at R. C. Duncan’s cabin near 
B Fibre Broom Carlton, Minnesota, the men were able to 
give their entire attention to the business 


room 
at hand, as they were many miles from tele- 
hy t 9 phone calls and customers. The picture 
y fe) 5 shows a manufacturer’s representative giv- 


ing a practical demonstration of one of 


his products. 
Capital “Red Cap” Brushes and Brooms 


possess all the qualifications of a real 
profit maker for the distributor—unques- Mrs. George Puchta Passes Away 
tioned quality, variety, an almost bound- Mrs. George Puchta, wife of the 
less and receptive market, and the back- president of the Queen City Supply 
ing of a time tested sales cooperation Company, Cincinnati, Ohio, passed 


plan. Investigate the merits and sales pos- away July 22 in Cincinnati. Mrs 
sibilities of the Capital line, get behind it Puchta re agence ese *e4 ? = 


and watch your profits grow. Write today ' : é 
African Bass Push Broom for Catalog 17 and details. Lawrence G., vice-president of the 


Queen City Company. 

Indianapolis Brush & Broom Mfg. Co. George Puchta has been prominent 
Established 1890 in the mill supply industry for many 

126 Brush St. Indianapolis, Ind. | Years, first entering the field 50 years 

ago. He was one of the founders 


of the National Association and is 
Bass & Bamboo Push Bron its oldest living president. 











Besides his activities in the indus- 


try, Mr. Puchta has held important 
for F | public offices and has had other busi- 


| ness affiliations. He was, for many 
R @) | years, a director and vice-president of 
2 Sa e n i the Market National Bank, and direc- 
tor and president of the Security 
Savings Bank. From 1911 to 1915 
he was United States treasurer; in 
1916 and 1917 he was mayor of Cin- 
cinnati, and he served as presiden- 
tial elector from the first district of 
Ohio for Presidents Harding, Cool- 
The high standard and compl Be idge and Hoover. 
of the Linear line assures you volume 
packing business in your territory if 
ut the right ailee effort behind 
it. inear’s policy provides an ade- 
quate margin of profit and guarantees 
you absolute freedom from competition 
from your source of supply. 


_ Try Linear the next time you put 
in a stock of packings. 











Good publicity for the Essmueller Mill 

Furnishing Company, Kansas City, Mis- 

souri—May Chamberlain, Marie McKen- 

zie, Ruby Schrock, Martha Cameron, Marie 
Beach and Rachel Wilson. 








AUGUST, 1931 MILL SUPPLIES 





Operation at 
LOWER COST 


CLIPPER Lacing Equipment offers to your trade the 

most efficient belt-lacing operation known at a 
LOWER initial and maintenance cost than any 
other comparable make in the world! 


This is a dominating selling appeal— 
PLUS the fact that Clipper will stand 
up against the most punishing shop 
treatment. Clipper Lacing 
Equipment backs your claims 
with a record of unequalled 
achievement. 


The Clipper No. 6 Speed 


Clipper Lacers come in types 
Lacer is a marvel of belt- 


for every requirement, lacing 


lacing efficiency. Laces both 
ends of a six-inch belt in ex- 
actly 90 seconds. Weight 
only 56!/, Ibs. 37,500 Ibs. 


pressure. 


the smallest of belts up to 
the heavier and wider ones. 
The use of Clipper Hooks 
and Pins ensures a perfect 
lasting joint. 


Clipper Belt Lacer Company , Grand Rapids , Michigan 
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HETHER the load be big or 

little, the Ford Tribloc does 
its job of hoisting and moving 
swiftly, surely and easily. As this 
picture shows, —the hand chain 
cannot leave the sheave,—may be 
pulled from any angle but cannot 


snarl or foul. Ford load hooks 
are mounted with roller bearing 
collar, making for easy handling 
of load. 

A FORD TRIBLOC 
NEVER SLIPS 
Sizes range from 4 to 
40 tons. Ford trolleys 
are equipped either 
with Hyatt or Self- 
Aligning Roller Bear- 

ings. 


FORD CHAI 
BLOCK CO. 
Philadelphia, Pa. 





An 
Company 


Associate 





| going to handle another line? Sure, | 
I know that gang advertises big. I | 
know their salesman tells you they | 


| going to do? 


| you? 


| shipment 


C. Guy Stevens, manager of the Passaic 


branch of W. H. Mills and Company, is 
the oldest man in the store, having been 
employed there for 28 years. 





Sauce for che Goose Is Not Sauce | 


for the Gander 


(Continued from page 37) 

bone on everything. Got to do it to 
get by. ... What? Well, 
listen old man, you don’t expect me 
to get that order out at a loss do 
If business were better and 
we were producing all our numbers 
all the time it would be different. 
. Oh, I know the customer is yell- 
ing, but he can wait another week. 
By that time... . 

What? After all the time you and 
I have been working together, you’re 


immediate 
distributor. ... 


stock for 
the 


full 
to 


carry a 


Say, with the money they spend on | 
advertising, they’ll be broke in three | 


months. 
rant carrying a full stock for imme- 
diate delivery. 
.. . What? 
Say, George, I always 
gave you credit for. ... Why, he 
hung up on me! 


What the “P. A.” Expects of a 


Salesman 
(Continued from page 27) 


ienced man at the telephone assured 
me that no such item was made and 
was prepared to argue. Of course I 


| hung up and got in touch with an- 


other firm for the items. Perhaps this 
first firm saves a few dollars per 
week by having inexperienced and ig- 


Their business can’t war- | 


Try it and find out. | 
That’s what you are | 


norant help, but I doubt that it profits | 


in the long run. 
For a long time, I have enjoyed 
dealing with intelligent telephone 
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The Steady de- 
mand for these 
wrenches makes 
them a prof- 
itable whole- 





THE RIDGE TOOL COMPANY 
Elyria, Ohio 


RikzaIb 


PIPE TOOLS 
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And Belmont will help 
You to Specify and Sell 
the Right Type of 


Packing for Each 
Application. ..... 


Regardless of what your customers’ 
packing needs may be, you can fill them 
perfectly with a BELMONT product. 
That is one of the strong points of the 
BELMONT line — its completeness. 
What is more, BELMONT will not 
leave you on the shelf to grope for the 
right packing for each service. Through 
our field service, our advertising and our 
direct mail letters, we will help you and 
your salesmen to become experts on 
BELMONT packing applications. Once 
you become an expert with the BEL- 
MONT line and its applications, your 
packing sales will increase and your 
profits will grow. 








for Every Service 





There is a Belmont Packing 























For General Service 


NEW DEPARTURE PACKING 


{Hollow Center} 


BELMONT New Departure Packing is a gen- 
eral service packing, used with equal success 
against steam, hot and cold water, ammonia, 
etc. 


New Departure combines all the desirable 
features of a perfect packing and eliminates 
all packing difficulties. The hollow center 
offers a point of least resistance at all times 
and compensates for expansion and contrac- 
tion due to changes of pressures and resulting 
temperatures. 


Made in all sizes from 3%” to 2” in sixteenth 
graduations. Spiral put ’ two spirals per 
box for sizes %” to %”. Size 7%” and over, 
one spiral per box. We also make combina- 
tion sets employing this style. 



































Write for details on.our complete line of packings, our 
rigid distributor sales policy and our cooperation with 
distributors through national advertising, catalog and 
circulars and field service. 


BELMONT PACKINGS 


PHILADELPHIA, PENNA. 


| HH| THE BELMONT PACKING & RUBBER CO. || 
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The Wolves of Lenox 

In a fearsome chorus of barks and 
savagely snapping jaws they broke 
from the highland forests of old Scot- 
land and rushed with the speed of the 
wind down thru the pastured flocks. 
Nothing stood before their super- 
strength, speed and clean cutting teeth 
—when the Wolves of Lenox were on 
the job! 
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Popularity That 
Assures Greater 


HACK SAW Profits! 


Popularity that has spread to 
every corner of the land—a de- 


mand for “The Tools in the RARE 
Plaid Box”—from shops and Baye A ae 


men to whom hack saw blades 5 sae N Baw 
of super-strong, quick cutting ba . BRR 
and long lasting qualities are ~~ 3 Rah 
essential. va en we 
Stock up on Wolves of Lenox. RR 
Watch your profits shoot up too. WA 
Our special sales plan will help oe : 
PR you get these blades started in od adbadiel 
| 


your territory. Write for par- 
Qe 


ticulars today. "= ws 
eee 


“The Tools in the Plaid Box’’ 
SD Dacdhadhcdhs! 
American Saw & Mig. Co. WN 


Springfield a=3 Mass. 
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MEET CUSTOMERS’ DEMANDS 


229X Machinists’ 
Swivel Base Vise 


Points 
of Preference 


- Renewable Steel Jaws. 

- Swivel Base, 360 degrees 
gripping power. 

. Outside Saddle permits easy 
removal of screw for oiling. 


. Solid underportion gives 
added strength. 


. Set screw in handle. 
. Castings of Parkco Metal. 
+ Full sized screw and nut. 


Because, for eighty years, the design and con- 
struction of PARKER VISES have been based 
on a thorough understanding of the needs of 
the user, they meet every requirement of good 
mechanics 


Sell a PAR™“ER and you've sold a vise that 
will stay sold. Ask your sales manager about 
PARKER'S “Seven Points of Preference.’ 


PARKER VISES & 


The Charles Parker Co., Master Vise Makers, Meriden, Conn. “°2*" 
Makers of the Famous Parker Gun _ N. Y. Salesroom, 25 Murray St., N. Y. C. 








salesmen. I make it my business to 
know these men personally if pos- 
sible and always make it a point to 
do business with the same man. 

Every house at this time seems to 
be in a state of reorganization. I find 
salesmen accompanied by sales mana- 
gers and other men on their visits to 
us. Up to now, the salesmen and I 
have always had satisfactory dealings 
and a second man often creates an 
attitude of tension. 

I ask myself if the firm questions 
the ability of its own salesmen. Or 
again, I wonder if it is planning to 
“gang up” on me and force an order. 
As a matter of fact, two salesmen 
ordinarily have less chance to sell me 
than one. The second man almost 
always says the wrong thing at the 
wrong time and creates doubt in my 
mind. I am not, of course, referring 
to the salesman who calls with the 
specialist or factory representative, 
who may be able to enlighten me on 
details in regard to certain products. 

Summing it up, it would appear 
that salesmanship and merchandising 
is becoming almost too complicated 
for its own good. Let’s not forget 
that the high type salesman is usually 
a better bargain for the money in- 
vested in him than the dub; that the 
reduction of sales forces can be car- 
ried to a dangerous point; and last 
but most important, the salesman who 


| knows product application is the one 
; most likely to make good. 





C. B. Lyon, mill supply department of the 
C. S. Mersick and Company, New Haven, 
Connecticut, has been in the mill supply 
industry 28 years. He says there are 17 
more mill supply houses in Connecticut 
than there were before the war and all of 
them appear to be prospering. The reason 
for this, in his opinion, lies in the fact 
that manufacturers are buying more goods 
in their own localities and in hand-to- 
mouth quantities that enable them to bene- 
fit from the services of the distributor. 
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YOUR FITTING PROBLE N QUARE “GEES” 


TRIPLE 
INSPECTION 
.... that cuts your costs! 


ACK of the dependable uniformity of Square “Gee” “a “ge 

Unions (and fittings too) stands three searching in- The SQUARE GEE Line 
spections: (a) as the union parts come from the 
molds, (b) individual inspection of each part after STANDARD AND EXTRA HEAVY 


machining and (c) a final inspection of the assembled union. MALLEABLE FITTINGS . . . STANDARD 


By this triple care Grabler makes sure each Square “Gee” Union AND GROUND JORST UNIONS - RAI 
is free fromdefects or flaws. Thatis why Square Gees” speed up FITTINGS ... STANDARD CAST IRON 
your customers’ work, cut down their costs, insure a better job. STEAM FITTINGS ... STANDARD AND 


This triple inspection is one more reason why your customers’ PATENTED CAST IRON DRAINAGE 
fitting problem is solved when you furnish Square “Gees.” FITTINGS ... STANDARD AND EXTRA 


HEAVY BRASS FITTINGS ... BRASS 

THE GRABLER MANUFACTURING COMPANY : AND BRASS NIPPLES 
6565 BROADWAY -- CLEVELAND, OHIO UNIONS . . STEEL oon 
Warehouses: NEW YORK - CHICAGO - LOS ANGELES - SAN FRANCISCO HANGERS..FLOOR AND CEILING PLATES. 


SQUARE “GEE” 
Pipe Fittings 


MALLEAGLE, CAST IRON ORAINAGE, BRASS 
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Industry Has Created the Demand— 
Can You Fill It? 


There is no time like the present to transmission appliances—a demand 
look into the sales possibilities of a that the ball bearing, thoroughly mod- 
line that can make your transmission ern “Chicago Line” fills completely 
business all that it should be. and satisfactorily. Put enthusiastic sales 

Modern production methods impose _ effort behind this line and let it make 
an exacting demand on mechanical profits for you. Write for details. 


The ‘‘Chicago Line’’ Includes: 


Daggett Loose Pulleys 
Daggett Hangers 
Daggett Hanger Boxes 
Daggett Friction Clutches 
Daggett Countershafts 
—All Ball Bearing 


Chicago Pulley & Shafting Co. 


19 N. Desplaines St. Chicago, IIl. 




















OBERDORFER 
PUMPS © BARS 


Sell products of established reputation and you sell most 
easily. The Oberdorfer line of Motor Driven Gear and Cen- 
trifugal Pumping Outfits is well known to the industrial field 
for their efficiency and dependability under all conditions. 
Available in various sizes and in individual units. Oberdorfer 
“Electric Bronze” Bars provide excellent bushing or bearing 
metal. Available in solid or cored bars in three degrees of 
hardness. Send for complete data. 


M. L. OBERDORFER BRASS CO. 
2300 Thompson Road, Syracuse, N. Y. 


Motor Driven Motor Driven 
Centrifugal Pumps Gear Pumps 


4/ 








YEARS of experi- 


ence have taught 
us to make American 
Screws to a uniform 
level of excellence. 


Each one has a slot 
that stands the strain; 
each one has clean 
cutting threads and 
gimlet points which 
are sharp and strong. 
Not one falls down 
on the job. 


Your customers can do any job 
better with American Screws 


SCREWS BOLTS BOLTS 


AMERICAN SCREW CO 


PROVIDENCE.R.I..U.S.A. 


WESTERN DEPOT,225 WEST RANDOLDM SLCMCAGO.ML 


Put Mt Together With Screws 














Sell Modern Products 





66 ODERNIZATION, intelligently 
M practiced year in and year out is a 
paying proposition from every 
standpoint. Particularly is this true in sub- 


normal times such as we are now passing 
through.” 


The above statement is taken from the 
article, “Modernization, the Key to Greater 
Profits,” which appears in this issue. It is 
made by an internationally known manufac- 
turer of food products, who knows from 
experience whereof he speaks. Other im- 
portant users have also seen, in present con- 
ditions, a splendid opportunity to put their 
plant and equipment in tip-top shape, so as to 
be prepared for the better times ahead. 


In other words, far-seeing users are taking 
advantage of slack times to make important 


improvements, which could not be made 
without considerable sacrifice when plants 
are running at full capacity. 


That manufacturers also appreciate that 
now is the most sensible time to modernize 
is apparent in the vast number of new and 
improved industrial products made available 
of recent months. Several pages of them ap- 
peared in last month’s MILL SUPPLIES; many 
more will be found on the succeeding pages 
of this month’s issue, while additional ones 
will follow in September. 


Study the products on the following pages 
carefully in terms of the needs of your cus- 
tomers and prospects. Each item is keyed 
and additional data can be secured readily by 
filling in the convenient coupon on this page 
and returning it to MILL SUPPLIEs. 





MILL SUPPLIES, 


in the following list: 





520 No. Michigan Ave., Chicago. 


Please have the manufacturers send us literature describing new and modern prod- 
ucts shown on the following pages. The numbers in which we are interested are checked 


B-1, B-2, B-4, B-5, B-6, B-7, B-8, B-9, C-1, C-2, C-3, C-4, C-5, C-6, C-7, C-8, C-9, 
D-1, D-2, D-3, D-4, D-5, D-6, D-7, D-8, D-9, E-1, E-2, E-3, E-4, E-5, E-6, E-7, E-8, E-9, 
F-1, F-2, F-3, F-4, F-5, F-6, F-7, F-8, F-9, J-1, J-2, J-3, J-4, J-5, J-6. J-7, J-8, J-9, 
I-1, I-2, I-3, I-4, I-5, I-6, I-7, 1-8, I-9. 


(Check the numbers wanted ) 
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UBRICATED plug 

valves now available 
for oil, gas, water and 
other industrial service, 
give all the advantages of 
full, direct port opening 
with a quarter-turn of op- 
erating handle or wrench. 
They are furnished for 
high as well as low pres- 
sures and for vacuums, 
suitable for air, oil, water, 
gasoline, gases, chemicals, 
hot tar, hot oils, etc. The 
valves are smooth-turning 
and can be throttled or 
opened wide at will. Sev- 
eral kinds of lubricant have 
been developed for various 
service conditions, with 
reference to pipe line con- 
tents, temperatures and 
other factors. (B-1) 





"T’ HIS flexible shaft unit 

is a utility tool which 
can be used for grinding, 
scraping, wire brushing, 
drilling, filing, polishing, 
and buffing. A few com- 
mon uses are: foundry and 
marble grinding, tool steel 
cleaning, grinding welds, 
die grinding, and drilling 
metals. (B-2) 





RECISELY uniform threads, 

produced by the milling process, 
have now replaced tapped threads 
in all sizes of these iron body 
valves. This new method eliminates 
danger of threads being cut either 
too shallow or too deep, and also 
insures against feathered edges and 
cross-threading. (B-4) 


<i. 


HIS motor is an item in a new 

line of explosion-proof motors 
that is approved for use in hazard- 
ous atmospheres such as are en- 
countered in oil refineries, gasoline 
plants, dry cleaning plants, paint, 
varnish and lacquer plants, and 
similar installations where explo- 
sive atmospheres are encountered. 
(B-5) 





HIS one-half horse power port- 

able air painting unit has a dou- 
ble cylinder air compressor, and a 
capacity of 4.4 cubic feet of air 
per minute. It is equipped with 
copper cooling coil with water and 
oil separator, and is built low so 
it won’t tip over. The unit is used 
chiefly by contractors, building en- 
gineers, and so on. (B-6) 











HIS illustration of a new safety 
ladder jack shows two of the 
four members in position. In _ this 
position the jack will support a 
normal load in addition to the plank 
or trestle shown in place. (B-7) 





Bee rotoscope can be employed 
wherever rapid movements come 
under consideration. It is particu- 
larly useful in the textile industry, 
in automotive and aeronautical en- 
gineering, and paper mills. (B-8) 


L——— Ben illustra- 
tion shows 
one item in a 
new line of valve 
reseating tools, 
which includes a 
full range of 
sizes in both the 
roughing and 
finishing cutters 
together with 
solid and expan- 
sion pilots. A 
novel feature of 
the expansion 
pilot is the range of expansion 
which is 1/16 of an inch. (B-9) 
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DISTRIBUTORS OF 
DAYTON COG-BELT DRIVES HAVE 
ALL THESE ADVANTAGES! 


DAYTON COG-BELTS 
BEND AS EASILY—AS NATURALLY 
AS YOU BEND YOUR FINGER! 





COG CONSTRUCTION IDENTIFIES 
DAYTON COG-BELTS 


None but Dayton V-Belts can use cog construction. 
It's patented—exclusive. 

Cog-Belts have maximum flexibility. They're “bwzlt to 
bend,” easily, around small-diameter pulleys at high 
speed, without heating or distortion. 

They have longer life, lower cost of upkeep. 


IN ADDITION, DAYTONS ARE: 


... Permanently pre-stretched, Patented process. 
... Die-cut for accuracy. Patented. 
... Clean, quiet, sturdy, uniform. No dressing is necessary. 


COMPLETE DRIVES—PULLEYS AND BELTS— 


IN STOCK. ALLRATIOS, FRACTIONAL TO 100 H. P. 





When you handle Dayton Cog-Belt Drives you are 
handling equipment that has become a leading factor in 
the modern trend toward machine modernization. 
Operators are more concerned today than ever before 
with the problem of tooling up for low-cost operation. 
Economy and efficiency are the supreme requirements of 
modernization, and Dayton Cog-Belt Drives are setting 


new standards of achievement in both these directions. 


You'll find that Dayton installations lead to larger 
sales of all modern mill supplies. Daytons are, conse- 


quently, an ideal key product for your salesmen to handle. 


Remember, standard Dayton Cog-Belts can be used for 
replacement on all standard groove pulleys. 


Remember, too, that the cost of carrying enough Cog- 
Belt stock to serve a// drives up to 100 h.p. is a mere 
trifle in comparison with your potential business to be 
derived therefrom. 


Remember that Dayton has 14 District Sales Offices, 
conveniently located—each ready to assist your salesmen 
with market information and to instruct them in the most 
effective methods of marketing Dayton Cog-Belt Drives. 

Finally, you have in Dayton Cog-Belts a product that is 
identified by its cog construction—patented—exclusive— 
capable of producing results equaled by no other belt. 

Let us supply you with full information about Daytons 
and the earning possibilities of the valuable Dayton 
franchise. Write now. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 





Dayton 


COG-BELT DRIVES 
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A NEW belt driven flexi- 

4 ble shaft machine pro- 
vides four different speeds. 
Features are: A spiral bearing 
the full length of the hous- 
ing, and improved slide cou- 
plings that take up all end 
play. (C-1) 


HIS combination soldering iron 

and brazing tool can be brought 
to red heat in three to five minutes 
and a proper constant temperature 
can be regulated and maintained by 
the adjustment of the mixing valve, 
thus making it possible to do con- 


tinuous soldering. The gas con- 
sumption is approximately 5% cubic 

| feet used per hour. There is no ex- 
posed flame. Every bit of combus- 
tion is used to heat the copper 
internally. (C-2) 


HIRTY percent to 300 per cent 
increased service is claimed by 


the manufacturers of preformed 
wire rope, depending upon the class 
of service and type of cable-using 

| equipment. It is possible to obtain 
this longer service because of the 
reduction of internal torsional 
stresses. This is done by shaping 
the individual wires and strands to 
the shape they assume in the fin- 
ished rope structure. (C-3) 














NEW line of spray painting equip- 


<X% ment has just been announced. 


New 


principles of construction producing bet- 
ter atomization are incorporated in these 


new spray guns, which are made in 


a 


variety of sizes and types to meet every 


requirement. (C-4) 





A TWIN electric drill and 
4 screwdriver are new addi- 
tions to a line of portable elec- 
tric tools. These are powerful 
production tools, light in weight 
and easy to handle, being par- 
ticularly designed for getting in 
close quarters. They are adapted 
for all types of cabinet work.(C-5) 





COMPLETE new 
flexible steel lacing has re- 
cently been placed on the mar- 


line of 


ket. The lacing is made of se- 
lected heat-treated steel of great 
strength, and the joint is made 
with a steel rocker hinge pin 
which is composed of two seg- 
ments. (C-6) 








RESILIENT spider with 
special laminated  con- 
| struction is a newly perfected 


part of one line of flexible 
couplings. The spider gives 
| very satisfactory service on 


pumps, generators, and prac- 

tically all motor-driven ma- 
| chinery. The spider’s construc- 
tion permits the application of 
thin layers of highly resilient 
rubber between layers of wear- 
resisting fabric. (C-7) 





NEW product now being 

sold is a gear reduction 

unit in which oil leaks have 

| been eliminated. The unit has 

| many applications in the light 

| conveyor field in connection 

with stokers and mixing ma- 
| chines. (C-8) 


NEW ham- 
4 mer having 
a solid forged 
handle with a 
forged cap or 
body has re- 
cently been de- 
signed. This 
hammer unit can 
be fitted either 
with soft or 
hard lead, cop- 
per, or rubber 
tips, by remov- 
ing the screw 
and cap and in- 
serting the new 
tips. Thus the 
tips can be used 
practically 75 per 
cent of their 
weight and it is 
unnecessary to 
throw away 
the handle. (C-9) 
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HE No. 4 Grinder is the latest development of the Du- 
more Engineers, to meet the demand for a precision 
tool on bench lathes such as the Hardinge Bros., Stark 

Tool, Rivett, Hjorth, Porter-Cable, etc. 


This new grinder is smaller than the No. 5 and No. 7 Du- precision grind 


more Grinders, but possesses all the construction features 
which have made these grinders famous for precision work. 


Fs a 
Shop men will find the No. 4 Dumore adaptable to many req uire men 
difficult and unusual grinding requirements. It is provided ’ ec 
with a separable tool post which permits radial and vertical ; 
adjustment of the tool. In this grinder the motor and quill | b h | Ls 
am be turned end for end, ocnuiiing grinding on lier sma enc ath 
end, and also making it possible to mount the grinder on iS hi 
the back of the machine if desired. 





25 Sixteenth St., Racine, Wisconsin 


° e DUMORE COMPANY _ 
Condensed Specifications ) ( 
Motor — 4 H. P. Continuous duty. ) ae cond complete oe ye on the ( 
Speed of motor — Approximately 14,000 R. P. M. j aa “your mee ain { 
Current consumption — Approximately 2.4 amperes. 
Size of armature core — 2” x 2”. ) Naame ....----s-eeeeeeessssseneseeeeeeeneecncnnenssnecennennnnnnnnensseneeeet ( 
Bearings — Adjustable type with automatic take-up. ) ( 
Automatic belt tension. Address.......-.-.----cceeeeeoe-- stosessaseeesenesncesisenensnsneneenentes 
Separable tool post. Ci { 
«iets ; a0 Pecos staaicds ssh celt Panne ia nsec ase pemceagee inics. 
Distance from center of tool post to center of spindle — 114”. ( 
Distance from center of spindle to base of grinder (minimum) 1{4”. State scaly eee ee ' 
Equipment — Two quills, 4X for external grinding, and 4N for Rchisthssdisienianiimanausaninianadannineascaies ad 


internal grinding. 


Send the coupon for complete specifications on the new No. 4 Du- Quill uot = TT 


more, together with details on our demonstration offer in your plant. 





Two quills are provided 
with the No. 4 Grinder, 


THE DUM Oo R E C Oo MPAN Y for internal and exter- 


nal grinding on a wide 
25 Sixteenth Street Racine, Wisconsin range of applications. 


DUMORE £45 GRINDERS 


REG. U. S. PAT. OFFICE 
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NEW product on the 
4 market is an_ industrial 
thermometer which can be 


used for any installation re- 
quiring a dial indicating dis- 
tance reading thermometer 
within the limits of —40° 
Fahrenheit, and +750° Fahr- 


enheit. It is chiefly used in 
hot water tanks and trans- 
formers. (D-1) 


HE keen cut- 

ting edge of 
this new thinner, 
silvered pipe cut- 
ter wheel throws 
practically no 
burr inside the 
pipe;the tougher 
alloy steel of the 
new design gives 
the wheels more 
strength. (D-2) 





"T’HIS new bench anvil! 

has a threaded hole in 
each corner for anchoring. 
It is specially useful in re- 


shops and industrial 


(D-3) 


pair 
plants. 





e@ese0838F 


HESE set screws are made 
of high grade Chrome nickel 


alloy steel, milled 


from the bar. 


They are used in place of project- 
ing head screws on all moving 


or revolving parts. 


Markets are 


machine builders of every kind, 


textile mills, and so on. 


O handle the 

larger railway 
cars now being 
produced this car 
mover has. been 
strengthened in 
the arch lever, the 
part which comes 
in contact with 
the car wheel 
when the leverage 
is being applied 
The product is 
particularly useful 
in mills and fac- 
tories, where rail- 
road cars fre- 
quently have to be 
moved for short 
distances. (D-5) 








(D-4) 


HIS alli- 


purpose 
scraping tool 
is made of 
a very strong 
steel which is 
said to cut 
through = ce- 


ment and 
even steel. It 
has a_ sharp, 


bevelled edge 
and a handle 
that is big 
and roomy. 
The foot rest 
has a turned- 
over step 
which helps 
in scraping 
material 
which has be- 
come packed 
or set on the 
floor. (D-6) 








HIS two-cylinder, balanced load com- 
pressor has piston fitted to one-half 
thousandth of an inch. The tank is seam- 
less, with a capacity of 53 gallons. Typi- 
cal applications are: dusting, blowing, and 
operating all types of pneumatic equip- 
| ment. Best markets are: automotive, avia- 
| tion, and public utilities. (D-7) 





HIS vertical water-cooled compressor 

direct-connected to motor is of light 

weight high speed automotive design. 

} Cleaning, operating pneumatic tools, 

sprinkler systems and air lifts, are some 

of the product’s service applications. Any 

plant having use for compressed air of- 
fers a potential market. (D-8) 








HIS 
trically operated portable drill and 
pipe threader and can be used for both 


tool is a combination of elec- 


types of work. It is adapted to use by 
maintenance screws in large factories 
having intricate piping systems. (D-9) 
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Every pipe wrench customer 








canbe sold 
on this ALL steel a 


VERY selling argument ever put forward 

about pipe wrenches is satisfactorily met 
by TRIMO. Safety and strength are not 
limited to any one part of the tool because 
TRIMO is steel throughout—all steel, with 
the handle drop forged and all parts heat 
treated for added toughness. 


The flexible frame design, distinctive to the 


original TRIMO pattern, has no equal for easy 
and positive operation. TRIMO flexibility in- 
cod & sures the unfailing ratchet action—on and off 


the pipe instantly without slipping or locking. 


T R i M O Every wrench oe be ™ TRIMO. 
PipeWrench 


Made by Trimont Mfg. Co., Roxbury 
(Boston), Mass., makers of TRIMO tools 
and TRICROME Cutter Wheels 
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A Review of Modern Industrial Pesiiants 





HIS high speed one-inch to 

four-inch power pipe machine 
is all steel construction, although 
its net weight is only 1750 pounds. 
Six spindle speeds are obtained 
with one clutch lever and gear 
shifting lever. (E-1) 





HIS quick generating, general 

utility fire pot is said to be 
noiseless, windproof, and power- 
ful. The upper valve regulates 
the fire and the lower valve is 
used for quick generating. The 
pot is especially designed for sheet 
metal workers and tool makers. 
(E-2) 





"T*HIS portable bench grinder 

available in bronze sleeve bear- 
ings or in ball bearings, is 1/3 
horse power, 3600 rpm., 60 cycle 
single phase. Tool is chiefly used 
inrepairandtooldepartments. (E-3) 





“feather- 
| touch” 
lock which 
cannot be- 
come _ Iloos- 
ened but un- 
locks with 
the slightest 
tan, is a fea- 
ture of this 
vise post. 
The post is 
equipped 
with a tri- 
foot, self 
balancing 
base which 
lends great- 
er support 
and main- 
tains the 
post in a set 
position dur- 





HE floating motor drive base 

used on a belt drive, either flat 
or V-belt, automatically regulates the 
belt tension through utilization of 
motor torque and its reaction. It 
may be used very successfully on 
pumps, generators, fans, compressors, 


ing opera- 
tion. (E-4) 


machine tools, conveyors, hatimer 
mills and crushers. (E-7) 





~LECTRi- 
CALL = 
controlled heat- 
ing and electri- 
cally controlled 
tempering has 
made possible 
the develop- 
ment of an out- 
standing uni- 
formity in 
these hack 
saws. These 
blades are said 
to provide 
great endur- 
ance and cut- 
ting ease and 
to cut freely 
and quickly in- 
to the work. 
The railroads 
and automo- 
motiveand 
aeroplane industries offer important 
markets for this product. (E-5) 





A PRELOADED bearing which 
4 overcomes any change of end 
play or lost motion is contained in 
this new ball bearing center. It has 
a short over hand and a positive seal 
in the back so that dirt chips and 
cutting compound cannot get into the 
bearing. The center was designed 
primarily for lathes but is also being 
recommended for cylindrical grinders. 
Practically every shop and foundry 
offers a market for this product. 
(E-6) 





. we outstanding feature 
of this sander is the 
vacuum dust removal sys- 
tem. This machine elimi- 
nates hand sanding and 
scraping. Possible markets 
are: building contractors, 
woodworking shops, boat 
builders, marble and .cut 
stone plants, and_ schools. 
(E-8) 
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HIS belt dressing is a 

liquid, suitable for all 
kinds of belting. It pro- 
longs the life of the leather 
or canvas by penetrating it 
thus making it pliable and 
waterproof, and keeping the 
surface clean. When applied 
to rubber belts it acts as a 
surface dressing and gives 
adhesion to the surface with- 
out injuring the belt. (E-9) 
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Maximum Efficiency 
at Minimum Cost . . 
in the Modern 


ATLAS 


Leather Fibre Pulleys 


HE superiority of ATLAS LEATHER FI- 

BRE PULLEYS in construction — co-effi- 
cient of friction and workmanship would not 
be possible were it not for the superiority of 
its basic material (leather fibre), which we 
manufacture from sole leather in our own 
mill. 


Our process produces a live animal fibre 
unequalled in the tractive and wearing quali- 
ties essential to successful transmission of 
power. 


Atlas Leather Fibre Pulleys are made from 
material whose strength and power transmit- 
ting qualities are assured by LEATHER IT- 
SELF. This supplies the tough, rugged fi- 
brous body that successfully withstands the 
stress of vigorous service. 


Distributors—May We Send You Agency Details? 











Metal Side Plates 


Well Balanced [LEATHER FIBRE} 
Metal Dowels 


ATLAS LEATHER COMPANY 


CASEYVILLE, ILLINOIS 


Established 1905 
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HE standard internal operating 

parts of this transmission are to- 
tally enclosed in a compact cast iron 
case, which is dust-proof and oil-tight. 
3est markets for the unit are: the 
cement industry, the bottling industry, 
and in stoker applications. (F-1) 





HE latest improvement in this tool 

chest is the finely flaked polished 
quartered oak finish. These chests are 
built in 16-inch, 18-inch and 20-inch 
lengths. (F-2) 





g i HIS circular saw sharpener is used 
in sheet metal working plants and 


and furniture fac- 
tories. It is adaptable for sharpening 
metal cutting saws as small as 2% 
inches in diameter, and also. for 
sharpening woodworking saws up to 


2 inches from point to point. (F-3) 


in woodworking 
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HIS die stock threads 
| four sizes of pipe, 1 
| inch, 1% inch, 1% inch and 
2 inch, with the same set 
of chasers. The threads 
are true, and accurate, over 

| and under size. (F-4) 





| N this improved reducing 

valve the tendency to 
chatter under certain op- 
erating conditions has 
been eliminated. It is built 
for steam, air, water or gas 
service. Potential markets 
are: laundries, milk plants, 
canning plants, and indus- 
trial service. (F-5) 





N_alloy-steel 
4 spring movement for 
recording gauges has been 


helical 


perfected during the past 
year for use in air reduc- 
tion plants, etc. (F-6) 


LE 





HESE new pipe and fittings 

tongs are a universal service 
tool having reversible pipe and fit- 
tings jaws. A novel jaw design pro- 
vides a “V” recess in the jaws 
which assures quick and positive 
grip on fittings. A market for this 
product exists in practically every 
industrial plant having maintenance, 
operation and new _ construction 
work. (F-7) 
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NEW inserted tooth circular 
saw having tungsten carbide 


tipped teeth meets the demand for 
a blade to operate efficiently on 
materials difficult to cut. This saw 
is not for cutting metal but is prov- 
ing most successful in cutting as- 
bestos pipe covering, asbestos im- 
pregnated brake lining, friction 
block, ebonite, brass wire reinforced 
brake lining, fire proof insulating 
| board, hardwoods, bakelite hard 
rubber, fibre conduits, glued ply- 
| wood, linoleum, fibre proofing 
| 

| 





woods and floor composition mate- 


rial. (F-8) 





MPROVEMENTS made in 
socket head cap screw are: con- 
struction of special electric furnace 
steel, which provides uniform hard- 
ness and toughness, and high con- 
centricity of threads achieved by a 


this 


special threading equipment. Ma- 
chinery industries offer the great- 
est potential market for the screw. 
( F 9) 
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AL-LITE ALUMINUM HOIST 
IS 20 YEARS AHEAD, SAY 
MAINTENANCE EXPERTS 


Al-Lite’s Features Give Jobber 
Big Advantage 





~ 








In these days of reduced operation, there is only 
one way to keep profit margins up. That’s by 
decreasing operating expenses. Modern equipment 
affords an easy opportunity to do this. No wonder 
plant engineers, purchasing men, maintenance ex- 
perts everywhere say “thumbs down” on out-of-date 
equipment. 





Al-Lite, the new Alcoa aluminum alloy hoist, is a 
radical advance in materials handling equipment. 
Many maintenance men say it has a 20 year edge 
on other hoists. That explains why so many pro- 
gressive plants are specifying Al-Lite as replacement 
for obsolescent equipment. 


Al-Lite is a sure-fire prescription for increased 


feature 


Al-Lite Stands Alone! the biggest sales advantage that any 


materials handling equipment has of- 


Check through the startling list of Al- Seved ta youve. 


Lite features. You'll see what Chisholm- 


Moore engineers have achieved in this One Man Can Lift It, Easily 
new aluminum hoist. It is different from Wins hilids Distant oo 


every other hoist on the : ; 
d duty hoist that one man could lift, 








market! It gives you 





carry out and attach without assist- 


ance? It’s true of Al-Lite—and 














means a real saving of time and 


labor, as well as the elimination of 











ladder and scaffolding hazards. 











But with all this convenient light- 





ness, Al-Lite is just as strong and dur- 








able as any hoist. It has a tested safety 
factor of 5 to 1. 

















Check Over These 


Features 











Al-Lite does not depend for superiority 





on just one or two up-to-date features. 





Al-Lite is entirely new, the result of 2 








years of research. Run through these 








specifications: compare them with any 


other hoist on the market . . . certified 











INDUSTRY IS BUYING 
| MODERN EQUIPMENT . . 


1 





By ' 
ae 
ir 


des. aad 









Central Lines 





hoist business in 1931. Jobber’s salesman convincingly proves Al-Lite’s “one man” 


to maintenance superintendents. 


Alcoa aluminum alloy castings; Safety 
Governor that automatically indicates 
and prevents the danger of overload in 


excess of 50%; simple design with a 





Above: Close-up of the patented Al- 
Lite Safety Governor that prevents the 
danger of excessive overloading. 


minimum of parts; great strength; 
X-ray inspection of castings; dust-proof 
housings; planetary gears; red load 
hook, “Inswell’”’ chain, etc., etc. 


Send for full particulars to Chisholm- 
Moore Hoist Corp., Tonawanda, N. Y. 
(Division Columbus-McKinnon Chain 


Corp.) 


CHISHOLM-MOORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 
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HIS hoist is noteworthy for 

compact construction result- 
ing in a saving of weight and 
space in all dimensions, trolley 
wheels adjustable to many sizes 
of I-beams, and enclosed safety 
bottom hook block. Hm 
equipped with alloy steel gears 
and pinions throughout. (J-1) 





Tus new honing drill has a 
14 horsepower motor and 
weighs 23 pounds. Three spe- 
cial features of the tool are: 
automatic switch that insures 
the operator's safety, counterbal- 
ance suspension spring and eye- 
bolt, and a removable spade han- 
dle for breast drilling. (J-2) 





"| 2 code siren illustrated is 
a new signal 


designed for 
noisy plants where’ ordinary 
horns or signals are not. suit- 
able. The siren can be con- 
nected into any type of signaling 
system to give code signals for 
calling officials. (J-3) 





—— 


HIS pump moves liquids by air 

pressure and the liquid moved does 
not come in contact with the working 
parts of the pump. The pump has 
improved means for attaching quickly 
and securely to barrels and_ steel 
drums. Its service applications are: 


refueling construction equipment, dis- 
pensing crude oil, gasoline, cutting 
oils, varnish, and other liquid supplies. 
Best markets are in the road-building 
and construction industries and in in- 
(J-4) 


dustrial plants. 





HIS improved wrench is finished 
by a special process recently devel- 
oped, which eliminates the use of 
paint and enamels on forgings and 


produces a long; lasting finish. It has 
a specially constructed bar, strong 
jaws with neither bar nor springs 


weakened by rivet holes, and nut 
guard built into the frame. (J-5) 





HE rocker bearing 
matically in conjunction with the 
compound leverage in this new car 
mover, thereby eliminating much of 
the manual energy usually necessary 


works auto- 


and increasing the rotating power. 
The two spurs grip the rail in a sta- 
tionary position, eliminating the chance 
for slipping and insuring a positive 
grip on the rail. (J-6) 





HIS spray painting and 

finishing gun is designed 
for spraying any material 
on any surface. It may be 
had with the spray adjust- 
ment controlled by a re- 
movable key or by a sta- 
tionary control. (J-7) 





AYERS of leather fibre 

compactly compressed 
form this pulley, which is 
especially adapted to elec- 
tric motor service. The pul- 
ley has metal dowels, metal 
side plates, and light, sym- 
metrical rims. (J-8) 





HE new feature in this 

deep well pump is that 
it is equipped with roller 
bearings and has a sliding 
base arrangement. (J-9) 
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From 
Experience — 


you know you can’t beat 
the market with a faulty 
tool—you can’t let your 
customers down and ex- 
pect repeat orders. 


We safeguard our distribu- 
tors with a strict guaran- 
tee on standard of quality 
and performance. We man- 
ufacture tools to sell and 
repeat, and give customer 
satisfaction. 






CLARK 
14” Drill 


Thirty-six 
Dollars Worth of 
Tool Perfection 
for that Tough Job 


When unusual service is re- 
quired CLARK Electric 
Tools stand up—and they’ll 
bring profits to you. Start 
selling them now. Let us 
send you details and our 
Catalog. 








first in the field” 





ms 


Electric 
Tools 














JAS. CLARK, Jr. 
ELECTRIC CO. 


605 Bergman St. 


Louisville 


Kentucky 


| 


| 


| 
| 
| 








IL 





SELL | 


ECONOMY DE LUXE) 








Paint & Lacquer Sprayer For 


Quality - Service - Profits | 


in Full Measure 








|| Simple design 

> Light weight 

_ Rugged 

» Non-clogging 

4 Easily cleaned 

§ Horizontal, 

| Vertical or 

Round Spray 
Write for 


Details 
A Modern Product Filling a Modern Demand 


ECONOMY MACHINE PRODUCTS Co. 


5214 Lawrence Ave. 


Chicago 





. THE MODERN 


NEW! ik Mover 
SWACO 


The Only Real Improvement 
in Car 








in Years. 
Rail 


and 


Movers 
Grips the 
Points 
Slip. 





at 5S 


Cannot 


Distributors 
You can make real 
—. Profits with this 
line and sales are 
Write us. 


SAFETY WRENCH & 
APPLIANCE CO. 
WORCESTER, MASS. 


easy. 





BELTONIC ‘“Safstick’’ 








Bar Belt Dressing 


A radical improvement in the container for 
Bar Belt Dressing, as shown by cut, makes the 


Safstiek’’ exceptionally attractive to users of 
this commodity. The patented construction af- 
fords the fullest use of the dressing, combined 
with greater convenience and safety of handling 
—features which can readily be appreciated by 
anyone familiar with the use of belt dressing 
in stick form. 

Distributor accounts are solicited by the man- 
ufacturers, who guarantee exclusive representa- 
tion to the selected dealer in any locality. 


BELTONIC PRODUCTS CO.,N. Leclaire 
and Moffat, Cragin Station, Chicago, III. 



























Standard 
R& M 
Five-Ton 
Electric 
Hoist 











R & M HOISTS 
ARE SELLING! 


If all of the obsolete equipment 
now being junked were stacked 
in one spot, it would make a whale 
of a pile. Cost-harried industry is 
cleaning house in earnest. 

When you remember that mate- 
rial handling operations are re- 
sponsible for more than half of 
every manufacturer's costs, it’s 
easy to understand why slow cum- 


bersome hoists and cranes are 
gracing scrap heaps. And with 
Robbins €& Myers Hoists and 


Cranes offering every plus advan- 
| tage of modern design and pre- 

cision construction it’s even easier 

to understand why they're going 
| into the harness. 

We offer you a complete line of 
good material handling equipment 
—hand and electric hoists, cranes, 
and trolleys, built to fit today’s 
specifications for simple, ultra- 
compact construction, maximum 

floor coverage, long life, and low 
| installation and maintenance costs. 

Backed by national advertising 
and a long-standing reputation, 
the R&M line sells, 
| 


discounts are right. 
Use the coupon below. 


And your 


Robbins & 
| Mvers, Inc. 


HOIST AND CRANE DIVISION 
SPRINGFIELD, OHIO 
| Branches in principal throughout the 
United States. Canadian Distributors: Lyman 
Tube & Supply Co., Ltd., Montreal, Toronto, 
Winnipeg, Vancouver. 
MAIL THIS COUPON 
Robbins & Myers, Hoist and Crane Division 
Springfield, Ohio 
| Gentlemen: Tell me more about the R & M 
line. I’m not missing any bets these days. 


cities 
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7ARIABLE stroke and automatic 

stop are two features of this hack 
saw machine. When the stock has 
been clamped in the vise, it auto- 
matically controls the blade stroke so 
that over % of the blade is used at 
all times. The moment the blade has 
completed the cut through the stock, 
it immediately stops. thus eliminating 
considerable breakage of blades, it is 


claimed. (T-1) 


TT 
VIRGIN TIN «+ LEAD SOLDER 
a — 


SOLDERING FLUX IN POCKETS 





HIS flux core solder is crystalline 

in form, containing no zinc chlor 
ide. It is easily volatilized and decom 
posed by soldering heat. The residue is 
non-hygroscopic and a poor electrical 
conductor. Satisfactory activity is dis 
played on the common metals with 
the exception of aluminum or its al- 
loys. (1-2) 





HIS small flexible coupling is 
notable for the simplicity of its 
design—two sprockets wrapped by a 


chain It is designed for shaft sizes 
up to one inch in diameter. The cou- 
pling ts of steel construction. Assem 
bly is made so that any standard hub 
member can be used with either flat 
or cup section. (1-3) 








HESE worm gear speed re- 

ducers are completely enclosed 
in dust proof housings. The 
worm gear is of special analysis 
cast gear bronze which possesses 
a low coefficient of friction. They 
are used on manglers, conveyors, 
agitators, hoists, machine tools, 
and compressors. (I-4) 








HIS 6- and /7-inch wheel 

grinder is now equipped with 
an improved commutating type 
repulsion induction motor. The 
starting current under all condi- 
tions is unusually low, being less 
than 1/3 the current consumption 
of a grinder equipped with a split 
phase motor. (I-5) 





HIS precision grinder is espe- 


cially designed for open type 
commutators and rings. The ma- 
chine is said to provide a_ prac- 
tical, speedy and = economical 
method of truing commutators 
and slip rings. (1-6) 


HIS sheet steel porcelain 
enameled projector is 
built throughout of cast sili- 
con aluminum. The door is 
hinged to the case to provide 
retention when opened. (I-7) 





HIS is an item in a new 

line of all steel fabricated 
band saws, made of complete 
metal frame and stand, built 
entirely by electric welding. 
(1-8) 





HIS hydraulic lift truck 

has a capacity of 6,000 
pounds. All wearing surfaces 
are heat treated. (1-9) 
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A new and 

| profitable 
WAY 2 | leader for 
Jobbers and 
Supply Houses . == 


A modern treated cutting oil, with the 
good qualities of pure lard oil and sul- 
phur, without their detrimental effects, 












combined with an antiseptic feature that FOUR-SPEED 
eliminates infection at its source—at low 

cost, Compounded for the toughest met- FLEXIBLE 
als, and used wherever hand or automatic SHAFT 


machinery is employed. Write for de- 
tailed description and prices. 


Can be MACHINE 


attached 
to any 
Electric Drill 


NOW A DRILL HAMMER— 


that fits any portable 
electric drill! 


C. N. SUTTON CHEMICAL CO 
4515 Ravenswood Ave,, 
CHICAGO, ILLINOIS 

















Your sales to factories alone 





a wr just the right speed can be 
will net you unusual profits! had for any job: Sanding. _Fil- 
This fast selling 56” drill eT ing. Buffing, etc. Simply by shifting 
Saisie te een ont aie the belt on the U. S. Four-Speed Flexi- 

g } =] ble Shaft Machine, it instantly provides 
ble—made of best chrome 


950, 1250, 2400 3600 And 
nickel steel, inexpensive. Kaye slip a pply 10,00 


. eae it can be equipped to supply 10,000 
£47 DRESSING M4 H o 

Write at once for distributor | = =m ot if — beige 4 exclusive, 
sn ant tales Ge. new features make this the most ac- 


UP-TO-DATE sas "| EA Sve 
wit ticulars today. 
You can do a coal eoniP. sales job today 


or 
Machine Works with = Butideeo arte ‘Testes. cuaves ant ‘The U. S. Electrical Tool Co. 


rubber belts—tested and proved by 15 years’ 
218 S use in many large industrial plants. | Dept., H., 2498 W. 6th a Cincinnati, oO. 
SO. WABASH AVE. Write for one of our descriptive folders and dis- Supert Seles Retin 
CHICAGO tributor terms. WESTINGHOUSE ELECTRIC INTERNATIONAL CO. 
KANT - SLIP MANUFACTURING CO. | 150 Broadway, New York City 


. Canadian Division 
451 E. 63rd St. Chicago, ad MAPLE LEAF ELECTRIC TOOLS, Ltd., Toronto 


























CAPITAL “Red Cap” Hake Your Wings sed [JRIVERSAL SPEED EED SAW 


Brushes Brooms with the Crystal Falls Line’ Fits Any Drill Chuck 

















Our wipers are all of domestic materials, 
guaranteed to comply fully with the strict 
Ohio law on sanitation. Waste for all 
purposes. Distributors, write for details. 


COOK & RILEY, Inc. 


1300 N. Halsted St. No tool kit is complete without it. 


. 2 a Every electric drill owner is a 
Lincoln Park Station Chicago, Ul. prospect for this handy, accurate, 


speedy tool that cuts through wood 
or metal and reaches those hard-to- 
ces. A mighty profitable 


Don’t pe es the iis GERSTNER | som tr oe Sieatbane. 


Lene! Tool UNIVERSAL 


Now is the time to get out in front MOTOR SAW 


with sales of CAPITAL “RED Chests pean us 
daptable to a _ variety 


CAP” brushes and brooms. Put in 
a stock, make a push and watch of sawing work. Really 
6 Saws in 1. Indispensa- 


your profits grow. a ee a | 
ee | eee 

















Write now for details on our prod- 








° 4 speec ork. as WYCO sale ¢ 3° 
ucts and our long established dis- _ ty work. A fast pa cer ae 
by by seller. 
tributor policy. They have been a profitable | Write for details. 





IN DIA N A P O Zz I S line for many distributors. | 

| Write for Catalog showing | Wyzenbeek & Staff, Inc. 

Brush & Broom Mfg. Co. | many sizes and styles. | 566 W. Washington Blvd 
Established 1890 | ms 2 , 

126 Brush St. Indianapolis, Ind. | H. GERSTNER & SONS | Chicago, Ill. 


43 Columbia St., Dayton, Ohio 


| 
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Normal Duty 
Pillow Block 


Normal Duty 
Flange Unit 


Normal Duty 
Take-up Unit 


Two complete Shafer 
lines meet all indus- 
trial requirements. 
These new Normal 
Duty Units have dou- 
bled the profits and 
sales opportunity for 
distributors. 

The Pillow Block 
(shown above), the 
Take-up Box, and 
Flange Unit for nor- 
mal duty service are 
in addition to the es- 
tablished Shafer line 
of Standard Units for 
heavier service. 


A NEW 
FAST SELLING LINE 


New Normal Duty Line of 
Shafer Roller Bearing Units 


Now you can sell roller bearing perform- 
ance at the price of ball bearing units! 


HIS new line of stock pillow blocks, flange 

units, and take-up units for normal duty ap- 
plications equipped with standard, high quality 
Shafer Self-Aligning Roller Bearings meets a 
definite need in thousands of industrial plants. 
The Shafer Normal Duty line provides roller 
bearing capacity, roller bearing life, and Shafer 
self-aligning bearing performance at prices com- 
parable to those of ordinary anti-friction units. 


Representative distributors already have a re- 
markable demand for this recent addition to the 
established Shafer lines of roller bearing units. 
These Normal Duty Units are more than dou- 
bling their Shafer profits. You can take advan- 
tage of the same situation in your own territory. 
Write for bulletins describing all Shafer Bearing 
products and for attractive distributors’ discounts. 


Shafer Bearing Corporation 
6505 W. Grand Ave. 


Chicago, Ill. 


SELF- ALIGNING 


SHAFER 


ROLLER BEARING UNITS 





C. T. Beebe, manager of the Interstate 
Equipment Corporation, Newark, N. J. 
What We Have Accomplished 
by Specialization 
(Continued from page 19) 
large territories for the salesmen. 
Thirty or forty towns is enough. 


_ The salesmen, we believe, are capa- 
| ble of working out their itineraries. 


However, we keep track of them by 
putting tacks on a map which will 
show where they are every day. 
Sometimes they appear to be jumping 
around in their territory too much, 


| thus losing time through improper 


routing. In this event, we question 


_ them to see if there is some particu- 


lar reason for their actions and if not 


| suggest a more logical way to cover 


the territory. 
Our card system is arranged by 


firms and towns, as this arrangement 
_ allows us to arrive quickly at sales 
| totals for specific towns and sections. 


In considering new accounts, ex- 
pansion within our territory, and 
quotas, we consult Dun’s and Brad- 


| street’s frequently for the rating on 


firms with which we might like to do 
business. We also use these reports 


| at various intervals to check with ac- 


counts on our ledgers. This has, on 
| several occasions, saved us from ex- 
| tending undue credit. 

We have a strict policy in regard 
_to credit and could do much more 
| business if we wanted to let down the 

bars. However, we are satisfied with 
| matters in this regard as they are 
| now, for it is a source of satisfaction 
| to know that the ratio of customers 
| who pay within 30 days is 45 to 1. 

Where we get an inquiry or the 
salesman has a new lead, a call is 
made and a report sent in giving the 
firm’s name and address, person in- 
terviewed, credit rating, items inter- 
ested in, equipment in use, and gen- 
eral remarks. With this information 
we are able to back the salesman with 
| the right kind of direct mail adver- 
| tising. 
| We also keep closely in touch with 
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THE RIGHT PIPE FOR BENDS 


Nees” manipulation at the time when 
the system is installed, strains imposed 
directly by the particular use to which it is 
put, or the trying effect of sudden changes 
in operating conditions need cause little 
apprehension if the pipe used has been 
specially selected for bending purposes. 


Extraordinary ductility and high tensile 
strength are provided in the character of 
the steel that goes into NATIONAL Pipe 
for this service. Equally important is the 
exceptional uniformity of structure that is 
assured by special manufacturing processes. 


Whether for new plants, extensions or re- 
placements you may be sure that the 
NATIONAL Pipe you install represents 
the utmost of skill and care in manufac- 
ture, in choice of material, and in inspection, 
to give unfailing service. Behind it are the 
resources of the largest manufacturer of 
tubular products in the world. The approval 
of leading engineers, based on knowledge, 
has made it— 


America’s Standard Wrought Pipe 
for Bending and Forming Purposes 


NATIONAL TUBE COMPANY. Pittsburgh, Pa. 
Subsidiary of United US States Steel Corporation 


NATIONAL PIPE 





MILL SUPPLIES 





“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending July cH 

15, 1931, with business | a 
during the corresponding +<| 57% increase 


period of 1930. Je “a le 


*Better comparison than last month 





KEY TO CHART 











| NEW MIDDLE EAST WEST 
Item | ENGLAND| ATLANTIC] CENTRAL| CENTRAL| S° WESTERN 


Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase | Decrease Increase 


Belting, Conveyor 





Compressors 

Concrete Forms, Road, 
|__ Curb, etc. oa 
Conveyors, Portable 
Cranes and Shovels 


‘Electric Tools— 
_ Drills, Hammers, etc. 


Engines, Gas, etc. 
' Grinding Wheels, Wire 
Wheels, Brushes (Prod.) 


Hand Tools—Saws, Ham, 
mers, etc. 


| Hoists—Chain, Electric, 
Machine Tools and Equip- 
|__ ment 





Rubber Goods 
— Hose, etc. 


| Nuts, Bolts, and Rivets 
Bees 


| Paint Spraying Equipment 


Pavers and Mixers 


Pipe, Valves and Fittings 


Pneumatic Tools 


Pumps 


aan 
Masks, etc. 
| Shop Supplies—Brooms, 
Brushes, Waste (Maint.) 
Tools, Pipe Threading 


| Tractors and Graders 


Pulleys, etc. 
“V"-Belt Drives 








--——~4-- —. 
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It is worth something to know where you 
stand in any business deal, just as it is worth 
something to have a definite insurance pol- 
icy, with the terms so clean-cut and unmis- 
takable that you know where you stand 
when the pinch comes. . . . 


An insurance policy is a kind of guarantee 
against the instability of Fate . . . A definite 
business policy is a guarantee against the 


A Definite Policy--- 





You “Know Where You are with Whitehead’’ 


uncertainty that accompanies dubious busi- 
ness practices. 


Whitehead has such a policy for the Dis- 
tributor, and has had it for more than half 
a century. Whitehead mechanical Rubber 
Goods are sold for resale only. It is a def- 
inite policy, and mutually profitable and 
protective. You know where you are with 
Whitehead. 


Send for Samples of Whitehead Products 


Mill Hose—Oil Hose—(Suction & 
Discharge )—Tubing—Sheet Pack- 


ings— Washers & Valves — Di- \ 
aphragms — Dredging Sleeves — | | | 
Moulded Goods. 








Belting (Conveyor & Transmission ) 
—Steam Hose—Air Hose—Water 
\f Hose — Suction Hose — Creamery 
{ | tt Hose—Fire Hose (Underwriters )— 
Sand Blast -Hose. 








The Whitehead Bros.Rubber Go. 
“MECHANICAL RUBBER GOODS, SINCE 1875 ° 


Trenton,New Jersey 
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The Birth of 
the SAW BLADE 


The above metal saw blade of ancient 
fame was found in a tomb in Egypt. 
Archeologists estimate that this frame 
saw blade is possibly three thousand 
years old. 
This ancient saw blade was used for 
cutting only woods and soft materials. 
The interesting feature of this old 
blade is its resemblance to the modern 
day hack saw and is very probably the 
design that the modern day hack saw 
was evolved from. 
Today Victor hack -saws and band 
saws have gained great favor in the 
metal cutting field as the utmost in 
cutting efficiency because of their abil- 
ity to stand up under punishment 
and hard usage. 

A trial will convince you. 


Buy from your distributor 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, NEW YORK 


adBAND SAWS 


our inactive accounts. 
has not placed an order for three 
months, we send a letter of inquiry 
to learn if there is any misunder- 
standing that might be ironed out. A 
system of tabs also helps to simplify 
the card system. Green tabs on an 
account signify that it is new, while 
a red tab indicates an account where 
credit has run to a dangerous point. 
| The card system also helps us in 
| ascertaining helpful facts about the 
| customer. Each card has 52 squares, 
| 





one for each week in the year. A dot 

is placed in the square to signify that 
| the salesman called that week; “x” 

means that the salesman did not call, 
| and a line in the square shows that a 
| sale was made. From this record we 
obtain an interesting report as to the 
ratio of sales and calls; also, the ra- 
| tio of orders brought in by the sales- 
| man in the territory to the orders sent 
direct to the house. Estimating 
roughly, we figure that the salesman 
should bring in 60% of the business 
while 40% should come direct to the 
house. 

This information is secured in the 
belief that the hope of this industry 
is a better understanding of the prob- 
lems of distribution. A proper knowl- 
edge of costs, with a selling price re- 
flective of fair profits, is our aim. 
We feel that we, and every other 
industrial distributor, are entitled to 
a fair return on investment; fair 
wages for employees, and a fair sum 
paid into the reserve account. 

A closer unity between executives 
in the industry will break down and 
destroy unfair practices and ethics 
and lend stabilization to our markets, 
thus encouraging fair profits. We 
must learn how to merchandise bet- 
ter, or the mortality in our industry 
will increase at a much greater ratio 
in the future than it has in the past. 





Modernization—the Key to 
Greater Profits 
(Continued from page 21) 

sum, a recommendation is sent by the 
manufacturing committee to the ex- 
ecutive committee for final approval. 

The card containing the pertinent 
data in regard to an estimate is used 
for a permanent record. It contains 
a description of the proposed job, as 
weil as the cost and expected per- 
centage of saving over the present 
; method. Six months after the in- 
| stallation, a careful check is made to 





If a customer | 


10 Points of 


Superiority 


MARVEL 


High- Speed- Edge 
HACK SAW BLADES 


1. Guaranteed Unbreakable 
2. Stiffer Back 
4. Faster Cutting 
6. Longer Lasting 
8. Sharper Teeth 
10. More Work per Dollar 


These blades with the 18% Tungsten High Speed 
Steel Cutting edge, fused to a tough Alloy Steel 
back can be safely recommended for any job. 
Give satisfaction and build repeat business. 


3. Stronger Ends 
5. Cut Straighter 
7. Surface Ground 
9. More Uniform 


Write for Circular 


Armstrong-Blum Mfg. Co. 


“‘The Hack Saw People’’ 
353 N. Francisco Ave., Chicago, U. S. A 








1905 GrranD 1931 


FLEXIBLE SHAFT 
MACHINES 


| 1/8 to 2 H. P. 
FOR 
GRINDING 
POLISHING 
ROTARY. 
FILING 
SANDING 
DRILLING 
SCREW 
DRIVING 
NUT SETTING 
AND 
MANY OTHER 
OPERATIONS 
WE BUILD 
ONLY THE 
HIGHEST 
QUALITY 
FLEXIBLE 
SHAFTS 
AND 
MACHINES 


SEND FOR 
56 PAGE CATALOG 


N. A. STRAND & CO. 
MANUFACTURERS 
5001 No. Lincoln St., Chicago 
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Every Mill Supply House 


should have this new free book on 


POWER TRANSMISSION 


TABLE OF CONTENTS 


GENERAL SECTION 


Advantages of V Belt Drives Manufacturers — standardizing Gilmer 
Center distances decreased . Belts 

Design—general .. «06. 0 eee ewe Multiple V Belt Drive 

Efficiency of transmission... . . .... Uniform Power Transmission. ...... <a 
Fractional horsepower drives FY Be BIER. on occvessccccee ‘ 
Gilmer Products V Belts—general 

Installation Views View of Gilmer factory 


ENGINEERING SECTION 


“A” Belt Multiple Drives Designing a V Belt Drive 

“B” Belt Multiple Drives Excess loads—belting 

“C” Belt Multiple Drives Fractional horsepower drives 

“D” Belt Multiple Drives Minimum Sheave Diameters. ... .... 
“E” Belt Multiple Drives Outside diameters—sheaves 

Angles of V Grooves a Pitch diameters—sheaves 

Pitch length belts 


Power ratings—belts 
Belt Length Formula Price Liste—belts 


Belt Length—outside and pitch.. ..... Selection of belts aes 
Center Distance Formula Is. > casaenatne: cansenee 
Cross Sections Standard Belts 2 V groove sheaves 


Arc of Contact 


art—Last page 
Copyrighted 1931 


More than sixty pages of engineering data, 
charts and tables dealing with all questions 
concerning the short-center drive. Much of 
this material is original and is first published 
in this book. The chart for determining cen- 
ter distances, for example, has just been de- 
vised by Gilmer engineers and is in itself a 
worthwhile addition to any engineer’s equip- 
ment. This chart is nowhere else available. 
L. H. GILMER CO., Tacony, Phila., Pa. 


MAIL THIS COUPON NOW! 


L. H. GILMER COMPANY 
Tacony, Philadelphia, Pa. 


Gentlemen : 





Please send me your new free book on power 
transmission and the short-center drive. 


Makers 
of the World’s 
Best-Known V-Belts 


(Company) 





(Address) 
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FORGET IT ... NEGLECT IT... 
But when you need it... it Works 





The plug moves on hard, smooth bearing surfaces of asbestos which 
keep a tight seat. Friction, turning effort and sticking tendencies 
are minimum. The specially prepared asbestos packing is vul- 
canized inte dove-tailed grooves. The gland is bolted and cannot 
work loose. 

Pratt & Cady Vulcanized Asbestos Packed Cocks are furnished in 
bronze, “‘semi-steel” high test cast iron and in Reading electric 
east steel. Our engineers are at your service. Address: 


READING STEEL CASTING COMPANY, Inc. 
An Associate Company of the American Chain Company, Inc. 
Bridgeport, Conn. 


Offices and Warehouses: 
Boston Charlotte Chicage Cleveland Detroit Hartford Houston New York 
Philadeiphia Pittsburgh Rochester St.Louis San Francisco Tulsa 


PRAT E -CADY 


VULCANIZED 
ASBESTOS PACKED COCKS 





1001 USES 


Hot and Cold 
Liquids 

Petroleum Oils 

Mineral Oils 

Animal Oils 

Vegetable Oils 

Chemicals 

Air & Gases 

Steam 

Boiler Service 


For Full Open 
and Closed 


Uses 























Make Sure You Receive Your Copy 
of the 


1931-1932 EDITION 


MILL SUPPLIES CATALOG & DIRECTORY 


Every stock-carrying distributor of a com- 
plete or partial line of industrial supplies, 
equipment and tools is entitled to a free copy 
of the 1931-1932 edition of the MILL SUP- 
PLIES CATALOG & DIRECTORY, which 
will be issued soon. If, for any reason, you 
did not receive a copy of the 1930-1931 edi- 
tion, please advise us at once, so that our mail- 
ing list can be checked to be certain your 
name is on it. 


MILL SUPPLIES CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference” 


520 N. Michigan Ave. Chicago, Ill. 














determine results. This enables the 
company to make necessary changes 
provided the results are unsatisfac- 
tory. 

The following record for one year 
gives an idea of how the moderniza- 
tion program works out. 

Eighty-eight estimates were ap- 
proved by the manufacturing com- 
mittee. 

Savings were promised on 39 of 
these estimates. The amount of 
money saved on these 39 proposi- 
tions, which were carried through, 
equalled 25% of the total amount 
expended on the new equipment. 

On the other 49 estimates no 
money savings were promised, be- 
cause they were installed to improve 
quality, increase capacity, improve 
working conditions, aid plant opera- 
tion and safety, or reduce mainte- 
nance costs. 

There are so many items included 
in these estimates on new and im- 
proved equipment that it is impos- 
sible to describe them all in detail. 
However, it will be interesting to 
note the few examples which contain 
some representative installations now 
in use and the savings which have 
been effected as a result. An auto- 
matic case packer for cans saved 
20% ; a truck tractor with trailers 
32% ; a portable loading belt 130% ; 
a barrel stacker 39% ; a welding ma- 
chine for putting cleats on cans 
4514%; a truck elevator 41%; a car 
loading machine 34% ; and a con- 
veyor 25%. 

The logical conclusion from all 
this is that modernization, intelli- 
gently practiced, year in and year 
out, is a paying proposition from 
every standpont. Particularly is this 
true in subnormal times such as those 
we are now passing through. 





Who’s Who 
(Continued from page 28) 
on January 22, 1908, with the 
satisfaction of having built up a 
large and respected business and 
seeing it efficiently carried on by his 
sons. No radical plans were at- 
tempted, but necessary changes and 
additions have steadily increased the 
volume and prestige of the house. 
The territory is the Eastern half of 
Iowa and the Western half of Illi- 
nois, with most of the business com- 
ing from the immediate vicinity of 
Davenport. (Continued on page 88) 
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TE L2G A I ERE. 


CAST IRON 
Screwed Drainage 
Flanged Sprinkler 

MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 


ELECTRIC 
CAST STEEL 
Screwed Flanged 
STOCKHAM 
RETURN BEND 
for Cracking Stills 


One in every seven of the vast number of 
Stockham workmen is engaged in testing and 
inspecting, so that every Stockham Fitting 
may reach you sure of measuring up to the 
superlative Stockham quality standard and 
the service you require. Because of their ac- 
curacy and dependability, thousands of users 
who appreciate the economy of time saved 








in installation use Stockham Fittings exclu- 
sively for every kind of pipe-line service. 
Promptly obtainable from wholesalers in 
all important cities. ' 


STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Stocks in 
Boston, New York, Chicago, Houston, Los Angeles 


ee 


STOCKHAM FITTINGS 


—for straight lines and strength 
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NOTICE 











ROWELL BOTTOM POUR LADLES 


are now being sold direct to the Distributor by 





















the Rowell Mfg. Co. instead of through the 
Giant Grip Mfg. Co., which has been 
acting as Rowell sales representa- 
tives. We are establishing this 
new sales plan for the 
purpose of offering 
our Distributors 

better service. 









































UWELL 


APPLETON \ co. J WISCONSIN 

















Are You Ready for “The Turn’? 


If not, investigate immediate- 
ly your opportunities with 




















































Business is shaking itself out of the dumps and 
preparing to do things. The stock of gas welding 
and cutting equipment and supplies in the metal- 
working industries is surprisingly low. Are you 
prepared to fill a suddenly increased demand? 






























Take time out today to write for com- 
plete information on your opportunities 
—now and in the immediate future— 
with the fast, safe, reliable TORCH- 
WELD line. Don’t risk losing good 
profits through delay. Write now. 
















TORCHWELD EQUIPMENT COMPANY 
224 N. Carpenter St., - - - - 






Chicago 











One of the brothers, Louis Hans- 
sen, died in February, 1927. Charles 
then became president, with Ben 
holding the office of vice-president 
and treasurer. John L. Hanssen, 
son of Charles, is secretary and 
Waldo, son of Louis, second vice- 
president and assistant treasurer. 

The company belongs to the Na- 
tional Supply and Machinery Dis- 
tributors’ Association, National 
Hardware Association and all mem- 
bers of the firm to the Davenport 
Chamber of Commerce. Mr. Hans- 
sen is a Kiwanian, while his brother 
Ben and nephew Waldo belong to 
the Rotary and his son John to the 
Exchange Club. 

As to personal hobbies and 
recreation, Mr. Hanssen still follows 
sports and athletic contests with un- 
flagging interest. He and his part- 
ners are members of the Baseball 
Club, an organization of public spir- 
ited business men which sponsored 
and built the Davenport Stadium. 
He plays golf all summer as a mem- 
ber of the Rock Island Arsenal Golf 
Club. He is also an ardent bowler, 
belonging to a league. Most of his 
bowling is done at the Outing Club 
of Davenport, of which he is a 
member. ; 





N October 27, 1890, Mr. Hans- 

sen married Miss Marie Bruhn, 
of Davenport. They have three chil- 
dren, two daughters and a son, all 
married. The girls happened to marry 
brothers, W. C. and J. H. Gehr- 
man, sons of W. H. Gehrman, presi- 
dent of the Kohrs Packing Company 
of Davenport The son, John L. 
Hanssen, is, as stated, secretary of 
his father’s company. 

Mr. Hanssen is strong for the 
principle that the most economical 
method of industrial distribution is 
from manufacturer to distributor to 
user. On the other hand, he believes 
the distributor must continually 
justify his position, so he sees to it 
that his house does a thorough job 
of selling and servicing manufactur- 
ers’ products. He believes a good 
catalog is half the battle and that of 
Louis Hanssen’s Sons is a 440-page, 
74% x 1034 inch book of unusual 
quality. 

Mr. Hanssen and his associates are 
in accord with all forward move- 
ments for the industry, particularly 
the present plan of the Joint Mer- 
chandising Committee of the Mill 
Supply Business. 






1ortsS FO H ea 
















AUGUST, 1931 





MILL SUPPLIES 





Today « [here 
Never Was a Better 
Time to Convince Him 


yo will find industrial buyers giving more serious 

thought today to plant efficiency and economy than 
they have ever given at one time before. The situation 
that has prevailed for many months has forced this result. 
You will find buyers receptive to any real constructive sug- 
gestions you have to make. They want to study modern 
methods and modern products. They have the time and 
the inclination to do that now. 


ITH WOOD’S Transmission Machinery—a complete modern, 
economical line, if ever there was one—you have the imme- 
diate opportunity to do a magnificent sales job. In many cases, 
you may not get an order today, tomorrow or for several months, 
But every now and then you will land one almost on the spot. 
You just can’t help it when you put intelligent, sustained sales 


effort behind products with the merits of WOOD'S. 


Start YOUR Modernization 
Sales Campaign with WOOD'S 
Transmission Machinery NOW 

















The Buyer Is Thinking Hard 












































New England Branch: 
Cambridge, Mass. 





<® 








T. B. WOOD’S SONS CO. 
Chambersburg ay 74 YE 





Pennsylvania 





Southern Branch: 
Greenville, S.C. 
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Manufacturers News 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally desirable 





—¥ 


Black and Decker Wins Baltimore 
Safety Council Trophy 


URING the past six months, 
D 79 manufacturing plants in 

and around Baltimore have 
been competing in the safety cam- 
paign staged by the Baltimore Safety 
Council for the purpose of stimulat- 
ing greater interest in the elimina- 
tion of lost time accidents. At a 
meeting of the Baltimore Safety 
Council to determine the winner of 
this campaign, it was announced that 
the bronze trophy award would be 
given to The Black and Decker Man- 
ufacturing Company, Towson, Mary- 
land, who, during the period of the 
campaign, did not have a single lost 
time accident. 

Up-to-date equipment, constant 
supervision and pleasant environ- 
ment are three factors that contrib- 
uted largely to the record made by 
the company. A modern hospital, 
completely equipped and in constant 
charge of a trained nurse, makes 
possible instant and proper medical 
attention in all accident cases. Em- 
ployees are compelled to have all in- 
juries, no matter how minor, cared 
for in the company’s hospital, so as 
to prevent any possibility of infec- 
tion or other dangerous effects. 

In addition to the facilities offered 
for taking care of injuries, precau- 
tions are also taken to eliminate in- 
juries. All machinery is equipped 
with the necessary guards around 
dangerous moving parts; and the 
large, modern factory with overhead 
glass exposure to the sunlight makes 
unnecessary the use of artificial illu- 
mination. In addition, a large tract 
of land immediately adjoining the 
factory is provided so that employees 
can enjoy out-door recreation and 
fresh air during the luncheon period. 





H. C. Atkins Heads Manufac- 
turers’ Association 

H. C. Atkins, president, E. C. At- 
kins and Company, Indianapolis, has 
been elected president of the Manu- 
facturers’ Natural Gas Association, 
an organization of leading manufac- 
turers of Indianapolis whose purpose 
is to bring natural gas from Ken- 
tucky and the Panhandle district into 


the city. 
* ok * 


Mechanical Rubber Appoints 
Distributors 

Five new distributors have been 
appointed by The Mechanical Rub- 
ber Company, Cleveland. They are: 
the Alpena Hardware Company, Al- 
pena, Michigan; Hunter Machinery 
Company, Grand Rapids, Michigan ; 
W. H. Kiefaber Company, Dayton 
and Hamilton, Ohio; St. Cloud Iron 
Works, St. Cloud, Minnesota; and 
Wylie-Steward Machinery Com- 
pany, Oklahoma City, Oklahoma. 








’ aa >. 


Frank E. Brown, assistant advertising man- 
ager, American Pulley Company, Philadel- 
phia. 





Vv 


“Charlie” Cullen is Dead 

“Charlie” Cullen, for many years 
a popular employee of the William 
Powell Company, died on June 25 
at Latonia, Kentucky. He will be 
particularly remembered by those 
who attended the many conventions 
of the National Association of Pow- 
er Engineers at which he always 
had charge of the Powell exhibits. 

Cullen had been continuously as- 
sociated with the William Powell 
Company since 1891. His wide cir- 
cle of friends and acquaintances will 
sincerely regret to learn that he has 
come to the end of his career. 

x *k x 


Tuttle to Represent Stanley 

L. D. Tuttle, who has been rep- 
resenting the Van Norman Machine 
Tool Company in the sale of Stan- 
ley automotive electric and service 
tools in the southern states will now 
represent the Stanley Electric Tool 
Company direct in the sale of elec- 
tric tools. 

Associated with Mr. Tuttle in his 
Atlanta office at 58 Baker Street, 
Northwest, is E. G. Jones and E. A. 
Walker; in his Dallas office at 2101 
North Akard Street, Stafford Jones. 

* * * 


New Union Chain Representa- 
tive On the Pacific Coast 
In a move designed to improve 

the service to users of its product 

on the Pacific Coast the Union Chain 
and Manufacturing Company, San- 
dusky, Ohio, has recently announced 
the appointment of the Industrial 

Gear and Machine Works, 225 Sixth 

avenue, Oakland, California, as ex- 

clusive distributor for its line of in- 
dustrial chain products in that ter- 
ritory. 

The principals the 


of western 
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TONCAN 


COPPER-BEARING 


PIPE STEEL PIPE 


GIVE YOUR TRADE WHAT IT WANTS 


Your corner druggist can’t fill every 
prescription out of one bottle— 

And you can’t give your trade what 
it wants and what it should have if 
you stock only one kind of pipe—and 
one kind only. 

Republic can help you, by supplying 
a pipe to fit every requirement—by sav- 
ing you freight because you can order 
three kinds of pipe to make up a car- 
load—by making one order—one 


invoice—one receiving record—one 
check—cover a transaction that would 
otherwise be multiplied in clerical ef- 
fort several times. 

And you can do your trade a ser- 
vice by telling it what should be or- 
dered—steel pipe for ordinary service 
—copper-bearing steel pipe where 
atmospheric corrosion is a factor— 
Toncan Iron where rust and corrosion 
are more than ordinarily severe. 


Republic can supply a pipe for every need—and you owe it to your custom- 
ers to be able to give them the pipe that best answers their requirements. 
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in handling 


‘*‘Blue End”’ 
Hacksaw Blades 


You can give your customers the 
highest value for their money and 
at the same time build a profitable 
repeat business for yourself with 
ATKINS Silver Steel “Blue End” 
Hacksaw Blades. 


Let us tell you why ATKINS 
Hacksaw Blades will be a strong 
addition to your line in these days 
of industrial modernization. 





hb a No. 18 Kwik- 
Kut Power Hack Saw 
Machine 


carries many 
patented 


features which 
reduce —.. costs. 
This m 


ach over 
¥% of the blade, ‘while the 
other types utilize only 
about 40% of the saw. 


E. C. ATKINS AND COMPANY 
INDIANAPOLIS, INDIANA 


Factories In 
DETROIT, MICHIGAN 
Branches 

New Orleans, La. New York, N. Y. 
San Francisco, Calif. 


LANCASTER, NEW YORK BLOOMINGTON, INDIANA 


Atlanta, Ga. Chicago, til. 


Memphis, Tenn. 
Klamath Falls, Ore. a 


Portland, Ore. 
Seattle, Wash. 


Paris, France 
In Canada 

SHURLY-DIETRICH-ATKINS COMPANY, LTD. 

Factory—Galt, Ontario. Branch—Vancouver, B. C. 


ATEINS SILVER STEEL 


| company are W. I. Brown and P. E. 


A Double Advantage 


Haultain, who will handle sales. Mr. 
Haultain in his former connections 
has been closely associated with the 
chain users of the coast in the indus- 
trial field. 








The Manhattan Rubber Manu‘acturing Di- 
vision of Passaic, New Jersey, has just 
made what it is quite sure is the world’s 
largest asbestos friction clu:ch facing. This 


is it. Four of these discs are to be used 

on a mine hoist clu:ch specially designed 

by a large southern mining company. They 

measure 154 inches in diameter with a 12- 

inch face. The facing is to perform the 

same function as an automobile clutch 
facing. 











“Chicago 
Rawhide” 


Rawhide 
Fabroil 
Bakelite 


Pinions Cast lron 
and Steel 
Gears —_ 





A Complete Line With Real Sales Merit 


HERE is a good market in every ter- 
ritory for Chicago Rawhide Pinions 
and Gears; especially in conjunction with 
direct geared machinery operating at high 
speed, as Rawhide aside from being 


brass and running under favorable condi- 
tions at high speed, will outwear either 
of these metals or steel. They are guar- 
anteed to be of the best material, correct 
in construction and of accurate workman- 





noiseless has a degree of 
elasticity that enables it t> 
absorb shock and thus re- 
lieve the machine of pos- 
sible damage due to vi- 
bration. Chicago Raw- 
hide pinions will transmit 
as much power as iron or 


Distributors 


Investigate our line of 
Leather Belting, Leather 
Packings, Lace Leather, 
Rawhide Hydraulic 
Packing, Gears and Pin- 
ions, Leather Specialties 
and “Perfect” Oil Seals. 











ship. We also make non- 
metallic pinions of Fabroil 
and Bakelite and cut 
metal gears of all descrip- 
tions — spur, bevel and 
spiral. Non-metallic pin- 
ions operating with metal 
gears, take all the wear. 


THE CHICAGO RAWHIDE MFG. CO. 
1301 ELSTON AVE. 


CHICAGO, 





Morse Twist Drill Issues 
“Tap Manual” 

A valuable booklet on the construc- 
tion and methods of employment of 
various styles of taps has just been 
issued by the Morse Twist Drill and 
Machine Company, New Bedford, 
Massachusetts. It is called the “Tap 
Manual.” The section devoted to lu- 
brication is especially complete. 


* * * 


Smith of Stockham Pipe Now 
with Metallurgical Sales 
E. K. Smith has been made metal- 
lurgist for the Electro Metallurgical 
Sales Corporation, to serve customers 
in the Chicago territory from his 
headquarters in the Carbide and Car- 
bon Building, North Michigan Ave- 
nue, Chicago. Mr. Smith was for- 
merly with the Stockham Pipe and 
Fittings Company, Birmingham. 


* * * 


Walden to Represent Sullivan 
Brush 


P. H. Walden is now covering the 
far western and Pac.fic Coast ter- 
ritory for the Sullivan Brush Com- 
pany, Terre Haute, Indiana. Mr 





Walden was formerly sales manager 
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eit is significant that piece 
workers prefer Cle-Forge High 
Speed Drills to any other. Why? 
e Because Cle-Forge drills more 
holes faster and causes oper- 
ators to lose less time changing 


dull drills. 


For example, in one large plant, 
it was found that Cle-Forge Drills 
produced 60 holes between 
grinds as against 27 holes for 
drills previously used. The job 
consisted of gang drilling 
through high-carbon manganese 
steel. Management discovered, 
too, that drilling costs were 
reduced 56%. e Ask for a copy 
of our “Cost-per-Hole” Drill Test 
Form—and let it prove to you 
that Cle-Forge High Speed Drills 
are profitable for piece workers, 


and economical for management. 


PIECE WORKERS 
PREFER 
“CLEVELAND” DRILLS 


Copyright 1931 by The Cleveland Twist Drill Co. 
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The New Imperial 


PAINT SPRAY 


Equipment 





If you want a modern line—one 
that wins immediate customer 
acceptance—that puts life into 
your sales efforts in periods like 
this and builds your profits, pin 


your star to The New Imperial 


You will be essed—and so will your customers—not 
only by the — and economy of its performance, 
but by the simplicity of its working parts. We know of 
no other gun so easy to take apart and reassemble. 

There are IMPERIAL Spray Guns to meet every 
requirement, and complete IMPERIA 
Paint Spray outfits, too—compressors, 
tanks, filters and regulators. You will be 
inspired by the enthusiasm of your cus- 
tomers for this new profitable line. Write 
today for details and our distributor plan. 


The IMPERIAL BRASS MFG. CO. 
511 So. Racine Ave. Chicago, U.S.A. 

















Another outstanding volume producer in the Sullivan Line. Mixture 50% 
black horse hair, 50% black patent fiber. For use on reasonably smooth 
floors. Made in 14, 16, 18 and 24-inch lengths. 


SULLIVAN STREET BROOM 





Sullivan Street Brooms are made from Genuine African Bass, 5-row center, 
6-row end. Stock extends 6 inches out of block. Used in cleaning streets, 
highways, etc. Also used by highway departments to spread crushed rock 
and other road materials. Construction companies use them to clean out 
empty gravel cars, etc. Made in 14, 16 and 18-inch lengths. 


HAIR — BRISTLE — FIBER — TAMPICO BRUSHES 


SULLIVAN BRUSH COMPANY 
TERRE HAUTE MANUFACTURERS INDIANA 











of the William Ford Company, St. 
Louis. His new headquarters are 
at his home, 21 Westminster Street, 
Venice, California. 


* * * 


Colucci of Republic Rubber 
Visits Home Office 

S. R. Colucci, northwestern repre- 
sentative of the Republic Rubber 
Company, Youngstown, Ohio, spent 
the last two weeks in June at the 
home office. This is the first time 
Mr. Colucci has been back since go- 
ing to make his headquarters in 
Seattle two years ago. 

He has had a fine time visiting his 
family and his business associates. 


* * * 


Passing of Edward P. Browning 

Word has been received of the 
death of Edward P. Browning, 
founder of the Ohio Valley Pulley 
Works. Mr. Browning has for many 
years been president of the com- 
pany, and in this position had a very 
wide acquaintance among the dis- 
tributors of mill supplies through- 
out the country. 


*x* * * 


Report on Hoist Sales 

The members of the Electric Hoist 
Manufacturers’ Association report 
that the number of hoists ordered 
during the month of June, 1931, de- 
creased 27.719 percent as compared 
with the previous month and the 
value of such orders decreased 25.032 
percent as compared with May, 1931. 

Shipments were 4.675 percent 
greater in June than they were in 
May, 1931. 


* * * 


Ohio Brass Given Safety Award 


A report just received by the Ohio 
Brass Company, from the National 
Safety Council lists the company in 
the number 1 safety position among 
the nation’s foundries. 


* * * 


A-C Metal Specialties Acquires 
Three New Companies 

A-C Metal Specialties, Incorpor- 
ated, Milwaukee, has bought the 
Acme Automotive Accessories Com- 
pany, the American Sash Pulley 
Corporation and Velguth Metal 
Parts, Incorporated. All these com- 
panies have been moved into a large 
daylight plant. This acquisition 


enables the company to offer the 
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Each “Vulcan” Hoist Hook 
is proof-tested to 50% be- 
yond its rated “safe work- 
ing load.” You can identify 

ulcan” by the orange tip. $uU 











WESTERN WAREHOUSE, SALES OFFICE, 


~“ Vulcan’ Hoist Hooks 


carried the steel to the 
| Wop of the worlds tallest 


SIPUCTUIE 
Whenthe Empire State Build- 


ing piled its stories skyward, 
new demands were made upon 
the skill of men and the 
stamina of steel. 


Upon the performance of 
equipment depended life— 
and success. “Vulcan” Hoist 
Hooks played a conspicuous 
part. 


Ton upon ton of steel rode 
upward to record heights 
safe in the unfailing grip of 
“Vulcan” Hooks. 


Whenever your customers 
demand trustworthy quality 
in Hoist Hooks, Rope Socket 
and Eyebolt, you can play 
safe by supplying “Vulcan”. 


jJ. H. WILLIAMS & CO. 
“The Drop-Forging People” 
75 SPRING ST. NEW YORK 


BUY FROM 


CHICAGO. —_ WORKS, BUFFALO, N. 


YOUR DISTRIBUTOR 


Y. 
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DART UNIONS 


Think What You Have 
to Sell 
Double Value! 


There is every reason for sales 
enthusiasm and sales success 
when you know you can offer 
your customers Double Value 
with DART Unions. Such con- 
fidence means a lot to you. 
Start making profits with the 
DART line now, as many other 
distributors are doing. Write 
today for a sample and our 
Catalog. 





Perfect in design, mate- 
rials and wor ip — 
with Bronze-to-Bronze 
ground joint principle— 
DART unions fully jus- 
tify our slogan—‘“Service 
—dquality at a price!” 


TEES — UNIONS — ELLS 
(Screwed— Flanged) 


E. M. DART MANUFACTURING CO. 


Providence, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all Branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 











DEON) DEPENDABILITY 


@ MEANS MORE EFFICIENT SERVICE FROM HOSE @ @ 
@ CREATES AND HOLDS CUSTOMER CONFIDENCE @ @ 


“BOSS”, “DIXON” and “KING” Hose Connections are strong and practical 
in construction, their Cadmium Plated finish prevents rust while in service or 
in stock and adds much to their appearance and salability. A fast moving line 
with attractive profits for jobbers. Write for complete information. 


Bld 
‘NON 


} KING 


DIXON VALVE & COUPLING CO., PHILA. 


STEAM, AIR 
OR WATER 
HOSE COUPLINGS 


SPRAY HOSE 
COUPLINGS 


HOSE MENDERS anh? Sika Eads 


AIR HAMMER 
COUPLINGS 
STEEL AIR HOSE 
MENDERS 
SURE GRIP 
MENDERS “Dixon” Air Hammer Coupling 


SINGLE BOLT 
HOSE CLAMPS 


DOUBLE BOLT 
HOSE CLAMPS 


SUCTION HOSE 
COUPLINGS 


“King” Single Bolt Clamp 




















trade complete assemblies. The par- 
ent company specializes in stampings. 
but it also plans to market the lines 
formerly sold by the three newly- 
acquired concerns. 


a 

Safety Belt Lacer Has Encour- 

aging Report 

O. B. Briggs, president of the 
Safety Belt Lacer Company, Toledo, 
Ohio, reports a 23 per cent increase 
in sales of safety belt hooks over the 
record month in the company’s his- 
tory. Business so far in July is 30 
per cent over any period of the 
same number of days, according to 
Mr. Briggs. 


ok 


Page Steel and Wire Makes 
Personnel Changes 
C. N. Johns has been appointed 
general manager of the Page Steel 
and Wire Company, Bridgeport, 
Connecticut, with headquarters at 
Monessen, Pennsylvania. 


W. H. Bleecker, Jr., has been made 
sales manager with headquarters at 
701 American Bank Building, Pitts- 
burgh. 

eo. 


E. L. Mills Made Vice-President 
of Bastian-Blessing 

Ellsworth L. Mills, formerly sales 
manager for The Bastian-Blessing 
Company, has been elected vice- 
president of the company. He will 
continue in charge of sales. 

Mr. Mills has always been a lead- 
er and has sponsored several move- 
ments to better conditions within the 
entire industry. As president of the 
Gas Products Association, he has 
done considerable to promote bet- 
ter marketing methods among all 
competitive companies. 


a Oo * 
Barber-Colman Announces New 
Catalog 


The Barber-Colman Company, 
Rockford, Illinois, announces a new 
edition of the combined handbook 
and catalog, “Hobs, Milling Cutters, 
and Reamers,” now ready for dis- 
tribution to distributors and users of 
small tools. 

Outstanding new features include 
an explanation of spline shaft hobs 
and their uses, new lists of milling 
cutters, and a full list of reamers. 
The book has 200 pages and is made 
in pocket size, 
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“RIENDSHIP, we believe, accounts for a large 
percentage of the construction equipment business 
—friendship plus sincerity on the part of the sales- 

As proof of this assertion, I would like to cite 
an incident that took place in our firm. 

For years, we had been selling a product used in 
connection with road building. We were thoroughly 
convinced that it was far superior to other makes. In 
fact, we guaranteed the product to stand up under any 
conditions. Our salesmen radiated enthusiasm and sin- 
cerity. When a competitor’s product was mentioned, 
we shook our heads and smiled one of those wise, supe- 
rior smiles, such as Casey’s staunch supporters must 
have used on the doubters after the second strike. 

We were proud to tell our customers that our prod- 
uct cost 15% more than other kinds and was worth 
double. Every once in a while, just to prove that we had 
the real McCoy, we would ask a customer if he had ever 
seen anything like it before. He would say 








man, 
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A medium published exclusively for 
distributors and their salesmen 


The Value of Friendship in 
Selling Construction 


Equipment 


An important eastern construction equipment dis- 
tributor speaks his mind. For obvious reasons, 
his name 1s withheld 


we would go out with stronger faith than ever to 
preach the gospel of that product. By sheer faith, that 
proved: contagious to the contractors, we were able to 
sell more of that product than all competitor’s brands 
combined. 

Then came a time, when it was necessary to tear up 
some work that had been in for less than one year. The 
condition in which we found that product of ours, guar- 
anteed a life time, was anything but satisfactory. 

Finding that the product was not alf it should be was 
a terrible blow. We hoped against hope that it was 
merely the case of one lot being off quality. We spread 
feelers out to see what the trade really did think of the 
product. Most of them thought it was all right, because 
we had told them so. One customer said that he bought 
it from us because it was the only brand of that type of 
product we handled. He had experienced trouble with 
it, but his other dealings with us had been so satis- 
factory that he suffered in silence and paid 15% more 








for an inferior product. Now that is real friendship. 
In some ways, this case seems to hit some funda- 
mental business principles. We all believe we have the 
best line in the world. We minimize the advantages of 
the other fellow’s line and elaborate on our own. It 
follows, of course, that if we are better sold ourselves, 
we have a better chance to sell the other fellow. 
Making friends and keeping them is a mighty im- 
portant part of any business, but particularly is this 
true of distributing construction equipment and sup- 
plies. Therefore, we put 
forth every effort to build 


price basis. In such an event, we become a*two-price 
house and I would close our doors before prostituting 
the loyalty of my friends and customers in this man- 
ner. Moreover, I have never seen a two-price distribu- 
tor, no matter how shrewd, that I considered successful. 
While friendship has its place in business, it can be 
overdone. In one instance, I went to considerable pains 
to secure a job for one of my customers. Finally, it 
was awarded to him. Then I hurried over for the 
order that went with the job. The customer hemmed 
and hawed and stalled. Finally 

we got at the truth of the mat- 











good-will among cus- 

tomers and prospects. 
Foremost among those 

points that have made us 


ter. He had been buying a part 
of his materials from us and 
part from some other concern. 
The materials he was using for 


respected by our custom- 
ers is our policy of 
maintaining one set of 
prices. We have regular 
customers, who do not 
complain about prices so 
long as they are fair. 
There are others, who 


F RIENDSHIP in business 
should be mutual. If a man 
has no appreciation of the 
meaning of friendship, then 
being his friend is a waste of 
time. The customer is not al- 


this job were those that custom- 
arily came from the other firm. 

Right then we had a show 
down and I told him in no un- 
certain terms just what I thought 
of a man who would get a job 
through the efforts of one firm 


never lose hope of being 
able to get a special dis- 
count for no particular 
reason. Then there is Oo 

still another class of con- w 
tractors who are only oc- 
casional buyers. They 








ways right. Yet, if you never 
tell him, he may never know.” 


and then turn the resulting busi- 
ness over to another. He got it 
right from the shoulder and took 
it open-mouthed. When I was 
finished his dander was up and 
he told me that nobody was go- 
ing to dictate to him how he 
should run his business. With 

















ask prices and take a 





that he ordered me to get out. 





deep breath at the same 

time, preparatory to 

emitting a loud but hollow laugh when the answer comes. 
They can buy the article under consideration for so 
much. However, they will do us a favor and take the 
business if we accept what they claim is the price they 
are accustomed to paying. They like us and want to 
give us a chance to open an account, which in the future, 
they infer, will amount to sizeable portions. 

Some firms, when dealing with this type of fellow 
will consider that it is better to take a small gross profit 
than none at all and accept the bid. We look at it an- 
other way. If we give the gyp artist a special price, 
we must do the same to every one of our regular cus- 
tomers who have been willing to pay fair prices with- 
out bickering. In that case, we are selling goods at 
approximately eight percent gross profit, when it costs 
us twice that much to do business. 

One answer to that would be that we do not have 
to reduce the price to all our customers, but just those 
whose business we would lose if we did not sell on a 


I did. 

I went back to the office and 
moped. Pretty soon the telephone rang. It was my 
customer. He had been thinking over the proposition 
and realized that he was wrong. Then he placed the 
full order for the goods he needed on the job. If I had 
not lost my temper and violated all rules of what is 
supposed to be proper conduct for a salesman, that 
customer would have continued to give me crumbs from 
his business table. “As it was, I got that order and 
probably saved many a future one, as he will not at- 
tempt to put me off again, which is pretty good evi- 
dence that regardless of all the rules of good salesman- 
ship, it pays to stand up and fight for your rights. 


O MY mind, this illustrates the fact that friendship 
in business should be mutual. If a man has no appre- 
ciation of the meaning of friendship, then being his 
friend is a waste of time. The customer is not always 
right. Yet, if you never tell him he may never know. 








COREMOST among the points that 
have won for this company the re- 
spect of its customers, is its policy of 


maintaining one set of prices. No two- 
price house, in the opinion of the head 
of this company, can be really successful. 
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Keep stocks low...with 


GOULDS ‘V BELT DRIVE 
PYRAMID PUMP 


“The Pump 


of 
Many Uses” 


No supply house wants to be caught with stocks 
too low. It wants to be able to quickly supply the 
demands of its trade... and that often means large 
stocks and slow turnover. 

But with a single size of Goulds, automatic oiling, 
“Vv” belt drive Pyramid Pumps, you can answer 
calls for capacities running from 6.5 to 13 gallons 
per minute and heads from 50 to 231 feet. 

Other sizes have capacities as low as 2%, as high 
as 82 gallons per minute, and heads up to 805 feet. 


This flexibility is secured by an easy interchange 


of pulleys and motors. The motor mounting is espe- 
cially designed for this purpose, and no machine 
work is necessary to make the shift. 

Flexibility, combined with the general satisfaction 
which this unit gives in service, has made this pump 
one of the most popular we have ever produced. 

Write for complete details to the nearest branch 


office or to the factory. 


Made by the WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY 


GOULDS PUMPS, wc. 


SENECA FALLS...NEW YORK 


*BOSTON 
CLEVELAND 


*NEW YORK 
DALLAS 


*TULSA PITTSBURGH 
*PHILADELPHIA 


HOUSTON *CHICAGO 
CHARLOTTE ATLANTA 
*Branch Warehouse 
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NEws of the Construction 
Equipment Field ¢ 


A Chance for Don Quixote 


, \ HE Pacific Pump and Supply 
Company, San Francisco, rep- 
resents a kind of house not fre- 

quently found in the industrial distri- 

bution field. The company isa jobber 
organization, which buys from manu- 
facturers, carries the stock in San 

Francisco, and in turn sells the dis- 

tributor rather than the contractor. 

It specializes in a few lines of con- 

tractor equipment machinery, name- 

ly, Myers’ pumps, Hoosier pumps, 

Decatur super-turbine pumps, Star 

windmills and Witte engines and 

drag saws. 

An interesting feature of the busi- 
ness mentioned by T. H. Sherrard, 
treasurer and sales manager, is the 
fact that windmills seem to be exe- 
cuting a comeback, among the big 
ranchers for the cattle range. Time 
was when the gas engine practically 
did away with the windmill for pump- 
ing water in various locations out on 
the range. But eventually it was 
found that considerable trouble and 
expense were involved in keeping the 
engines running and carting oil and 
gas around. It was no work for cow- 
boys. Windmills, on the other hand, 
have been perfected so that they will 


run a year on one oiling, so all that 
is necessary is to set them up going, 
after which they take care of them- 
selves. 

+ + = 


Edward R. Bacon Returns from 
Honolulu 


Edward R. Bacon, of the Edward 
R. Bacon Company, San Francisco, 
returned the latter part of July from 
a one-month trip to Honolulu where 
he was called on a deal involving the 
purchase of a very considerable or- 
der for construction equipment. 

. 5 


Buda Company Celebrates 
Golden Anniversary 

This year marks the fiftieth anni- 
versary of the Buda Company, Har- 
vey, Illinois, an organization which 
started modestly at Buda, Illinois, as 
a manufacturer of railroad supplies. 
In 1891 the factory was moved to 
Harvey, and now employs about 
1,500, and has shops occupying 500,- 
000 square feet of floor space. Branch 
offices are maintained in New York, 
Chicago, St. Louis, San Francisco, 
and the Harvey Works in England. 


This Jaeger truck mixer was sold by the Edward R. Bacon Company, to the Pacific 
Coast Aggregates Gravel Company which is a merger of most of the Pacific Coast 
companies. 


“Keep that job going” is the slogan of the 

Mahoney Clark Company, a contractors’ 

equipment house of New York City. 

Michael Machio whose job is to help carry 
out the slogan, is seen at the left. 





McLaughlin Mill Supply Sells 
Bates Tractors 
The distribution of Bates steel 
mule crawler tractors has recently 
been taken over by the McLaughlin 
Mill Supply Company, Hammond, 
Indiana. The company reports that 
its first sale was made to John Sun- 
derman of the Sunderman Construc- 
tion Company. The Sunderman firm 
seems to have a habit of being first. 
It was the first company to own a 
finishing machine, the first to own 
an Atlas rolling type scraper in the 
Hammond territory and now has the 
first Bates steel mule 45 horsepower 
tractor in the county. 
* £8 


Novo Company Announces 
Distributors 

The Novo Company, Lansing, 
Michigan, announces the following 
new distributors for its products: 
Thomas M. Brown, Inc., Baltimore ; 
Thomas Smyth, Albany, New York; 
Reeves-McCormick, —_ Incorporated, 
Philadelphia; E. B. Kelly Company, 
Long Island City, New York; Trac- 
tor and Machinery Company, Atlan- 
ta; Barrett Hardware Company, Jo- 
liet; Paul B. Cochran Equipment 
Company, Chicago; Great Lakes 
Supply Company, Chicago; A. E. 
Hudson Company, Peoria; Western 
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STEAM TRAPS 


The new inverted bucket, 
self-venting steam traps 
with silver tops and cop- 
per colored bodies. New 
patented features. Remark- 
able economy. The sim- 
plest trap known and the 
most efficient. Send for 
details and prices. 


The V. D. Anderson Co. 
1944 West 96th St., Cleveland, Ohio 























PURO 


Crescent 
Design 





The nozzle has ample protection within a 
guarded hood making an extremely sani- 
tary and pleasing combination. 


This head is made in several styles to meet 
varying requirements. 
Distributors: 


Puro gives you a full line of drink- 
ing fountains—varied enough to fill 
all requirements. It is the profitable 
line for you to sell. Ask for catalog. 


Puro Sanitary Drinking 
Fountain Co. 
15 Main St. 
Haydenville, 
aaa eenaN ea 


Mass. 








James McGraw, Incorporated, Richmond, 
Virginia, believes in “Keeping plants run- 
ning.” As a result, plants and contractors 
keep McGraws running. Some of the boys 
in the shipping department of the com- 
pany are shown here unloading a new 
supply of concrete mixers for the summer 
business. 





Material Company, Sioux Falls, 
South Dakota; E. A. Martin Ma- 
chinery Company, Joplin, Missouri; 
English Brothers Machinery Com- 
pany, Kansas City, Missouri, and 
Dravo Equipment Company, Buffalo. 


* * * 


Ebert of W. A. Riddell Now 
with Huber Company 

Carl F. Ebert, who for two years 
has been advertising manager of the 
W. A. Riddell Company, Bucyrus, 
Ohio, has left the company to take 
up similar work with the Huber 
Manufacturing Company of Marion, 
Ohio, manufacturer of rollers and 
tractors. 

e & a 


Donaldson Made General Mana- 
ger of Massey-Harris 

Lindsay M. Donaldson has been 
made general manager of the Massey- 
Harris Company, Racine, Wisconsin. 
He has been associated for some 
years with B. W. Burtsell, president 
of the Massey-Harris Company, Ra- 
cine, and vice-president and general 
manager of the Massey-Harris Com- 
pany, Limited, Toronto. 

George White continues as vice- 
president of the Racine organization, 
but after August 1 will become gen- 
eral sales manager of the entire com- 
pany with headquarters at Toronto. 

David Selheimer, who has been 
production manager at Racine, has 
been made factory manager and given 
the supervision of the purchasing and 
experimental departments. 








Cars Move « 
Sales Mount « 


with the 
New BADGER 
CAR MOVER 


Power to move the 
heaviest loaded cars 
under any conditions. 


Quality to satisfy the 
most discriminating 
buyer. 


Cars Move when The 
“NEW BADGER" is at 
the wheel. 


Sales mount when you 
handle this quick-sell- 
ing, profitable line. 


e 
SPEED 
POWER 

DURABILITY 


Let us tell you more 
about The "NEW 
BADGER" Car Mover 
and its sister tool— 


The ADVANCE 


SAFETY CAR 
WRENCH 


You will be interested 
—Write for details. 
























ee. 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 





Canadian Factory 


Canadian Advance 
Car Mover Co. 


Welland, Ontario, Canada 
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HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 


steady repeat business. Get 
details on Distributor Plan. 
See page 105 Mill Supplies Catalog and Directory 





W.O.BARNES CO., 


1300 Terminal Ave. 
DETROIT, MICH. 


ING. 














THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 





Class B. 1 to 20 Ibs. 


Class C. 20 to 70 Ibs. 
Sidelug. 40 to 150 lbs. 


Distributors and their salesmen will - find 
Nason Time Tested Traps and other spe- 
cialties increasingly profitable to handle. 
Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 








U. S. Hame Company Acquires 

Two Concerns 
U. S. Hame Company of Buffalo 
announces that it has purchased the 
assets of both the Lawson Manufac- 
turing Company, Cleveland, and the 
Warner Hammer Company, Crom- 
well, Connecticut. 

Products of the Lawson company 
will be marketed as Ushco Lawson 
wrenches, and the Warner line as 
Ushco Warner tools. 

Sales activities on these lines will 
be under the direction of T. W. 
Porter, vice-president in charge of 
sales. Robert H. Blockall will con- 
tinue in charge of the railroad equip- 
ment division. 

* * * 


Timken Maintains Usual Policy 
on Vacations 

In accordance with the regular 

annual custom, the Timken Roller 

Bearing Company plants were shut 

down from July 16 to July 29 for 
the summer vacation. 
es 9 


Hoffman Succeeds Clark in 

Link-Belt Pacific Division 
After 30 years of loyal service to 
the Link-Belt Company, Harold H. 
Clark has retired from his position 
as vice-president and assistant secre- 
tary of the Pacific Division of the 
firm. Ralph M. Hoffman, for 8 
years manager of the Seattle office, 
has, been appointed vice-president 
and sales manager of the Pacific Di- 


vision, with headquarters at San 
Francisco. 
After graduating from Cornell 


University in 1900 Mr. Clark’s first 
work with Link-Belt was in the 
drafting room. He left the com- 
pany for a short time in 1909 and 
moved to Los Angeles, where, in 
1910 he started a sales agency for 
Link-Belt and other companies. In 
1913 he established the regular Link- 
Belt branch office in that city and 
in 1920 became vice-president and 
treasurer of the Link-Belt Pacific 
Company. 

Later, after the purchase of Mees 
and Gottfried Company, the coast 
organization was changed to Link- 
Belt Company, Pacific Division, and 
Mr. Clark was given the position he 
held at the time of his retirement. 

Mr. Hoffman has had 20 years of 
experience on the Pacific coast in 
selling elevating, conveying and pow- 





er transmitting equipment. 





















Your Customers Will 
See the Difference 


X-L Pipe Couplings and Nipples 
are made from absolutely new ma- 
terials—not from used or rejected 


pipe. Call that fact to your cus- 
tomers’ attention and they will im- 
mediately see the difference. From 
then on they will demand X-L 
products. 


ain) XL at 
Quality 


B Seamless Pipe Couplings E 
W Merchant Pipe Nipples W 


Bigta ul 





X-L Seamless Pipe Couplings are 
bored from solid bar. X-L Mer- 
chant Pipe Nipples are made from 
new full mill 
length tested 
pipe. You will 
find them fast 
and profitable 
sellers. Write 
us today for 
prices. 


Wheeling Machine Products 
WHEELING Co. W. VA. 





COMBINATION 
SHIPMENTS 
Generous freight 
allowance on com- 
bination shipments 
weighing 300 Ibs. 

or more. 

















Copper Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vx to 14% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. ~ 


Coils and Bends 


—all shapes and sizes which use 

y thal DEST 
any gauge. 

lengths up to 100 feet. 


Fabricated Parts 
and Complete 


Assemblies 


—manufactured to your 
cations. Send your blue prints 
for prices. 





1451 Central Ave. Detroit, Mich. 
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E. O. Williams Heads Union 
Chain Office 


E. O. Williams, associated for the 
past 16 years with the transmission 
and industrial chain trade in various 
sales capacities, and formerly man- 
ager of the Howe Chain Company 
has been placed in charge of the Phil- 
adelphia office of The Union Chain 
and Manufacturing Company, Phil- 
adelphia. 


e *« * 


Glenn Eddy Heads Advertisers’ 
Association 

Glenn Eddy, sales promotion and 
advertising manager of the Ohio 
Brass Company, Mansfield, Ohio, 
has been made president of the 
Cleveland branch of the National In- 
dustrial Advertisers’ Association of 
the Cleveland Advertising Club. He 
was one of the founders of the club 
which was started in 1918 as the En- 
gineering Advertisers’ Association. 


* * * 


Goldthwaite Succeeds Kearins in 
Whitman and Barnes 
A. E. Goldthwaite has been placed 
in charge of the Chicago office of 
Whitman and Barnes, Incorporated, 
succeeding M. J. Kearins who re- 
signed recently. 


* * * 


Eaton Resigns from Youngstown 
Sheet and Tube 

C. S. Eaton of Cleveland has re- 
signed as a director and member of 
the executive committee of the 
Youngstown Sheet and Tube Com- 
pany, and Frank Purnell, president 
of the company, has been elected a 
member of the executive committee 
to succeed Mr. Eaton. George T. 
Bishop, Jr., president of Continental 
Shares Company, Incorporated, 
Cleveland, has been made a director. 


* * * 


Jesse B. Garber Is Dead 

Jesse B. Garber, who for the past 
32 years has been general superin- 
tendent of the Deming Company, 
Salem, Ohio, died on July 3, from 
the effects of injuries in an automo- 
bile accident last spring. He was 69 
years old. 

Mr. Garber learned the machinist 
trade at the plant of the Buckeye 
Engine Company and came to the 
Deming Company in 1885. 





DRA 


Boosts Your Sales 


Heliow Set Screw 


We certainly co-operate in boosting your 
sales not only by letting our many, salesmen 
work with your own men and by turning orders 
your way, but also by advertising “UNBRAKO” 
Screws in a great many magazines to create a 
steadily growing demand. 

By now “UNBRAKO” Screws have become 
such favorites everywhere that not to handle 
them is equivalent to throwing away a great 
many profitable sales. 


“UNBRAKO” Bulletin 429 Yours on Request. 


“UNBRAKO"’ 
Socket Head Cap Screw 





“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 


*“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
*“HALLOWELL” Foreman’s Desks 
“HALLOWELL” Steel Shop-Furniture 
*“HALLOWELL” Steel Floor Trucks 
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We Also Make 


“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 


“HALLOWELL” Steel Lift-Truck Platforms 
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STANDARD PRESSED STEEL CO. 








BRANCHES 
BOSTON 
CHICAGO 


DETROIT BOX 519 


JENKINTOWN, PENNA. 


BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LoVviIs 
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Square Facts Why 


Red Shield” DRILLS 
Should be Used 
































a Less 
struction breakage 
Less More Less cost 
grinding holes per hole 





























THE STANDARD TooL Co 
New York: 94 an” Gee Washington Bivd. 





Foley 
Saw 
Filer 

in N. P. 
R. &. 
Shops, 
St. Paul 


Railroads 


are among the many prospects for 
Foley Saw Filing Machines. Used 
by B & O, C. M. & St. P., N. Y. 
Central, Rock Island, Soo, U. P. 
and others, to cut costs and increase 
sawing production. Every concern 
using saws is a prospect for 


FOLEY *xncSAW FILER 


files and joints band, éircular and 
all hand saws automatically, better 
than expert hand filing . . . all on 
one machine. You can easily build 
a profitable volume with Foley Saw 
Reconditioning equipment. Write 
for information and industrial dis- 
tributor’s discounts. 


FOLEY MANUFACTURING CO. 
46 Main St. N. E., Minneapolis, Minn. 

















| Pennsylvania Starts Simplification 
Program 


A state-wide simplification and 
elimination-of-waste program, among 
Pennsylvania producers, distributors 
and consumers, is to be sponsored 
and conducted by the Pennsylvania 
State Chamber of Commerce, with 
the active assistance of the Division 
of Simplified Practice of the Bureau 
of Standards, Department of Com- 
merce, according to George K. Bur- 
gess, director of the bureau. 

George E. Foss, general secretary 
for the Pennsylvania State Chamber 
of Commerce, states that the major 
objectives of his organization, in 
sponsoring this campaign, are to co- 
ordinate the present waste-elimina- 
tion activities among producers, dis- 
tributors, and consumers in Pennsyl- 
vania, extend the present scope and 
application of simplification, and 
effect savings for all interests. 

W. K. Moffett of the state cham- 
ber staff, who will have charge of the 
program, states that it will be devel- 
oped through the following three 
stages: first, general education as to 
the philosophy of simplified practice 
and the building of interest by local 
application of this principle; second, 
acceptance of existing simplified prac- 
tice recommendations by Pennsyl- 
vania organizations; and third, ini- 
tiation of new simplified practice 
recommendations at the suggestion 
and request of Pennsylvania organ- 
izations. Articles pertinent to sim- 
plification and elimination of waste 
will be prepared for publication in 
trade papers or distributed in mimeo- 
graph form. Speeches will be made 
in many Pennsylvania cities by mem- 
bers of the State Chamber of Com- 
merce, business leaders, and repre- 
sentatives of the Department of Com- 
merce. 

Simplified practice has been recog- 
nized by industry as a workable and 
practical philosophy in eliminating 
those wastes resulting from over- 
diversification through “self-govern- 
ment in business.” President Hoover, 
while Secretary of Commerce, said, 
“The saving in national effort 
through such cooperation, as demon- 
strated by many well-known exam- 
ples of simplication and standardiza- 
tion, runs into millions of dollars. 
There is a great area still untouched, 
in which the application of these 
waste-eliminating measures will save 
|not millions but billions.” 








DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 






The new “Marvel” Modei 
No. 2 Air Cooled Ball 

Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 


switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave, 
Boston 9, Mass , 
U.S.A 



















Every Mill Supply Salesman 


has found that in some instances a 
general service babbitt will not meet 
a customer's requirements. For ex- 


tremely high speeds and for heavy, 
crushing strains, a metal with greater 
resistance is required. 





Our Distributors meet this need eas- 
ily with our “Nickel Genuine” Metal. 
It contains no lead, but is amalga- 
mated with nickel, which gives bear- 
ings a polished finish that lessens 
friction and reduces wear. 

“Nickel Genuine” has a high melt- 
ing point, tensile strength of 13,500 
pounds per square inch, and a crush- 
ing strength of more than 26,000 
pounds per square inch. 

“*Frictionless,’’ our general serv- 
ice metal, and “Nickel Genw 


ine’’ are 4 winning combination 
for Distributors. Ask for prices. 


Frictionless 
Metal Company 


1458-60 Collins Street 
SAINT LOUIS, MO. 
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Hudson Brass Buys 
American Valve 

The American Valve Company, 
Coxsackie, New York, has_ been 
bought by the Hudson Brass Works, 
Incorporated, located at Brooklyn, 
New York. 

The executive offices and a large 
general warehouse is established at 
16 Nassau Street, Brooklyn. Theo- 
dore Guterman, president, is in charge 
of these headquarters, and Samuel 
Gade, vice-president, is in command 
at the large plant at Coxsackie. 

Increased production is under way 
in the 75,000 square foot plant on the 
20-acre Coxsackie property. Com- 
pany is also considering enlargement 
and additional machinery. 

x * * 


Gattshall Heads Merchandising 
Committee’s Activities 
(Continued from page 17) 

on board the Noronic in 1927. He 

made a plea for concerted action on 

the. part of distributors to correct 
existing unsatisfactory conditions. 

Because of his deep interest and 
thorough understanding of industrial 
distributing problems, Gattshall was 
appointed a member of the American 
Association’s Merchandising Com- 
mittee at the Atlantic City convention 
in 1929. He was one of the prime 
factors in developing the plan of ac- 
tion adopted by the triple convention 
at Memphis the following year. 

When the Joint Merchandising 
Committee of the Mill Supply Busi- 
ness was formed at Memphis, Ralph 
Gattshall, of course, was made a 
member. As in previous years, he 
worked diligently as a member of this 
committee, serving as chairman of 
the advertising committee, and con- 
tributing many practical ideas. 

It is but fitting, therefore, that 
Ralph Gattshall should now be drafted 
to head the activities of the Joint 
Merchandising Committee. The pro- 
gram of the Committee has reached 
a critical period and the job of guid- 
ing it through successfully has fallen 
on the sturdy shoulders of a man 
well qualified to carry on. 

The Committee is to be congratu- 
lated on its success in securing the 
services of Ralph Gattshall as execu- 
tive manager. It’s the first big step, 
we believe, toward putting into actual 
operation the committee’s practical 
plan for piacing industrial distribu- 
tion on a sounder, more profitable 
basis than ever before. 
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AKE graphite forms a 
(Fie layer prevent- 
ing metallic contact. This 
is the basic reason for the long 
wear and freedom from trouble 


when bearings are lubricated 
with DIXON’S Graphite Grease. 


By keeping bearings supplied 
with this lubricant, their life is 
extended indefinitely, adjust- 
ments being necessary only after 
long periods of service. A graph- 
ite-polished bearing surface re- 
duces friction to a minimum. 


DIXON supplies Graphite Cup 
Grease in six degrees of hard- 
ness. Tell us the conditions and 
we'll advise which DIXON Prod- 
uct to use for better service. 


Motors Compressors 
Stokers Machine Tools 
Line Shafts Conveyors 
Pumps Fans 

Engines 


ee SR = la a 
Joseph Dixon Crucible Company 
Jersey City New Jersey 


104 YEARS OF DIXON SERVICE 
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BUSINESS TIPS 


ARNOLD, PA.—Board of Edu- 
cation has asked bids on general con- 
tract for a 2-story vocational shop, 
25 by 120 ft., at Arnold Trade 
School, to cost about $100,000 with 
P. R. L. Hogner, Smith- 
Pittsburgh, is architect. 

* * x 

ATLANTA, GA.—United States 
Cold Storage Co., 2101 W. Pershing 
Rd., Chicago, plans to build a super- 
structure for 9-story cold storage and 


refrigerating plant to cost over 
$1,000,000. 


How BOLTS | BELLWOOD, ILL. — Jefferson 
DIFFER | Electric Co., Chicago, has bought 
IN VALUE ” 


property and will build a 1- and 2- 
|story factory containing 250,000 sq. 
| ft., to cost about $550,000. 

* * * 
The quality of materials used; 
. hods of processin a : : 

the ma P! 8: | by William J. Young, Camden, and 
machining, threading and fin-| ° |.“ - nN Pee 
tts the mtiels of nas | associates, and plans to operate loca 
someng : P factory to make machinery for paper 
aging and quality of containers | bag production, including parts and 


used all have a bearing on the assembling. Roscoe B. Skinner, Cam- 
value you receive for your bolt | den, jis also interested in the com- 
and nut money. pany. 


Finish 
| equipment. 
field Bldg 


5” 


1- CLARK BOLT 
2 - ORDINARY 





| CAMDEN, N. Y.—Northern Ma- 
chine Corp. was recently organized 


*x* * * 


Clarks’ 77 years of specialized | ¢\RBONDALE, ILL. — Kroger 
bolt and nut manufacturing | Grocery and Baking Co., 35 E. 70th 
experience and the close in- | St., Cincinnati, has completed plans 
spection given are but two of | for new branch plant, storage and 
the reasons why youcan obtain | distributing building with installation 
greater value by specifying of ovens, power, conveying and other 
Clark Products. equipment. Entire project will cost 


about $85,000. 
(Lark BrosRout (b 


* * * 
CHARLOTTE, N. C.—Guy M. 
Black Ave., 
Milldale, Conn. 


| Beaty Roofing Co. has been organ- 
ized by Guy M. Beaty, 1728 W. 
Trade St., with capital of $50,000. 
Company plans to operate local plant 
| for manufacture of roofing and kin- 
dred products. 
* * * 

DELPHOS, O.—Dept. of Public 
Service plans to install two boiler 
| units, one gas-fired and the other 
| coal-fired, with digester and other 
equipment, in new sewage disposal 
plant to cost about $55,000. Hugh 
| Bickel is service director. A. H. 
Smith and Niles, Toledo, are consult- 
|ing engineers. 

* * * 

DETROIT, MICH.—Karl Faigle, 
1764 Field Ave., and associates re- 
‘cently organized Faigle Tool and 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








Die Co., Inc., 180 S. Campau Ave. 
Company expects to operate local 
plant for making tools, dies, jigs and 
kindred equipment. Byron L. Mc- 
Graw, Detroit, will be an official of 
the firm. 

* * * 

DONORA, PA.— Gulf Refining 
Co., Frick Annex, Pittsburgh, has 
filed plans for a new bulk oil storage 
and distributing plant. Estimated 
cost is $100,000 with equipment. 

* * * 


DUNSMUIR, CAL. — Dunsmuir 
High School District will build one- 
story vocational training shop at local 
high school, 50 x 160 ft. Cost will 
be about $40,000 with equipment. 

> & 


FENNVILLE, MICH. — Michi- 
gan Canners Assoc. will build one- 
story plant unit for storage and dis- 
tribution, to cost over $30,000 with 
equipment. General contract has 
been awarded to James Michen, 
Fennville. Pierre Lindhout, Grand 
Rapids, Mich., is the architect. 

* * * 

GARRETT, IND.—Board of 
Public Works plans to build a 2-story 
and basement addition, 25 x 74, 
ft., to municipal electric light and 
power plant, at an estimated cost of 
$70,000 with equipment. A. M. 
Strauss, Cal-Wayne Bldg., Ft. 
Wayne, is architect. 

* * * 

GLASSBORO, N. J.—Repp Or- 
chard Products Co., Broad and 
Grove Sts., will rebuild fruit canning 
plant recently destroyed by fire with 
a loss of more than $100,000 includ- 
ing machinery. Architect is Louis 
H. Goettelman, Brooklawn, N. J. 

* * * 

HENDERSON, TEX. — Central 
Refining Co., has begun work on 
new oil refinery at Friar’s Switch, 
Overton district, and will equip for 
a capacity of 10,000 bbl. a day. 
Project will cost about $250,000 with 
machinery. 
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All Metal Pipe 
and Bar Truck 





Style 
84 


All the requisites of 
a good specialty line » 
CHASE TRUCKS 


You can do a real constructive specialty 
sales job with CHASE trucks because they 
can be used to advantage in industrial 
plants and shops everywhere and because 
they return distributor profits worthy of 
concentrated effort. Investigate your op- 
portunities with this long established, 
widely accepted line now. 


Sheet 
Metal 
Truck 
Style 
44 





Send for Catalog No. 300 and 
other information on this profit- 
able line for distributors . . . 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


Manufacturers of Roller Bearing Trucks and 
Industrial Cars of all Kinds. 














Monarch Ball 


the 
Steel Process 


Babbitt 


The standard bear- 
ing metal for thou- 
sands of industrial 
plants. 


Sold only through 
one Distributor in 
any territory 


MONARCH METAL COMPANY 


Established 1895 


119 S. Lincoln St. Chicago 
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LAS VEGAS, NEV.—Las Vegas 
Gas Co., Ltd., has plans for a new 
artificial gas plant and system, to 
cost about $80,000 with equipment. 

x ok x | 

LOS ANGELES, CAL—A. R. 
Maas Chemical Co., 308 E. Eighth 
St., will build one and two-story 





plant unit, 55 x 137 ft., to cost over | 


$60,000 with equipment. General 
contract has been awarded to Escher- 
ick Bros., 234 W. 37th Place. H. 
Roy Kelley, Architects Bldg., is ar- 
chitect. 
* * x 

MADISON, WIS.—Board of Ed- 
ucation, 22 W. Dayton St., will build 
addition, 70 x 400 ft., 4 stories and 
basement, to East Side High School. 
Frank Riley, 24 E. Miflin St., is 


| architect. 


* * * 


MILWAUKEE, WIS. — Globe 


| Steel Tubes Co., 3839 W. Burnham 
| St., will build rolling mill extension 


| 





84x 116 ft. General contract has 
been awarded to Worden-Allen Co., 
Port Washington Rd. Project will 
cost about $50,000 with equipment. 
x * * 

MINNEAPOLIS, MINN. — Ar- 
cher-Daniels-Midland Co., Roanoke 
Bldg., will erect addition to grain 
elevator on Twenty-ninth Ave., S. 


E., to cost about $1,000,000 with ele- 


vating, conveying, screening and 
other mechanical equipment. Gen- 
eral building contract has been 


awarded to McKenzie-Hague Co., 
Corn Exchange Bldg. 
* * * 
PARAGOULD, 
Council has acquired site for a mu- 


nicipal airport and plans to erect | 
| hangars, repair shops and other field | 
| units. 
State House, Little Rock, State air- | 


Capt. C. W. Holderbaum, 
port engineer, will be consulted in 
carrying out the project. 
2 

PHILADELPHIA, PA.—I. T. E. 
Circuit Breaker Co., 19th and Ham- 
ilton Sts., will build a one-story addi- 
tion to cost over $40,000 with equip- 
ment. J. Fletcher Street, 1120 Lo- 
cust St., is architect. 
* * * 


SAN ANTONIO, TEX.—Board 
of Education will build new three- 
story junior high school to cost over 
$700,000 and also contemplates in- 


| stalling manual training department. 


Phelps and Dewees, Gunter Bldg., 


| e 
| are architects. 


ARK. — City 


| 
| 
| 


| 





DOES THIS SOUND LIKE ; 


A MONEY-MAKER? 


The Dayton Safety Ladder is 
the only one of its kind. Used 
by leaders the country over. Ap- 
proved enthusias- 
tically by safety 
experts and efh- 
ciency engineers. 
Nationally adver- 
tised. A fast sell- 


er, with no com- 


petition. Nice 
profit on every 
sale. Get in on a 


good thing now! 


Ask Dept. MS-8 about 
good territories still 
open—and Dayton pro- 
tected-profit proposition. 


The Dayton Safety Ladder Co. 
121-123 W. Third St. Cincinnati, Ohio 

















Safety Ladder 


(Patented) | 








Belting Costs Are 
NOT Excessive 
with Genuine 


HETTRICK 


NDUSTRIAL buyers demand 

economy, as well as efficiency, 
in equipment today. Everywhere 
they are analyzing their belting 
costs as they never have done 
before. 


HERE this has been done 

and comparative costs have 
been tabulated on Genuine Het- 
trick Stitched Canvas Belting 
and other types of belting, Genu- 
ine Hettrick has almost invari- 
ably been found to be the most 
economical. This finding has 
resulted in an increased use of 
Genuine Hettrick in all the plants 
affected. 


ISTRIBUTORS who handle 

Genuine Hettrick Stitched 
Canvas Belting are out in front 
doing a real sales job on this 
economical and profitable line. 
Let us give you details on the 
sales and profit opportunities our 
line offers you. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisments on Page 118 
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ANVILS 
Columbus Anvil & Forging Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 


ARBORS 
Brown & Sharpe Mfg. Co. 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


ASBESTOS PRODUCTS 
Manhattan Rubber Mfg. Division 


BABBITT METALS 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co. 


BARROWS 
The Fairbanks Company 


BEARINGS, SHAFT, BABBITTED 


Sprout, Waldron & Co., 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Manufacturing Corporation 
Shafer Bearing Corp. 
S K F Industries, Incorporated 
Sprout, Waldron & Co., Inc. 


BELT DRESSING 
E. C. Atkins & Co. 
Beltonic Products Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Kant-Slip Mfg. Co. 
—— Belt Dressing Mfg. Co., 
ne. 


BELT FASTENERS 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Johnson Belting Co. 


BELT SHIFTERS 
T. B. Wood's Sens Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


BELTING CANVAS 
Hettrick Mfg. Co. 
Johnson Belting Co. 
Thermoid Rubber Company 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Liamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., 
Hettrick Mfg. Co. 
Manhattan Rubber Mfg. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


Inc. 


Division 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Johnson Belting Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Johnson Belting Co. 
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BELTING, RUBBER 

Boston Woven Hose & 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Manhattan Rubber Mfg. Division 
The Republic Rubber Co. 
Thermoid Rubber Co. 

Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Hettrick Mfg. Co. 

Johnson Belting Co. 
Manhattan Rubber Mfg. Division 
Thermoid Rubber Co. 


BELTING, “Vv” 
Chicago Rawhide Mfg. Co. 
Dayton Rubber Mfg. Co. 
L. H. Gilmer Co. 
Goodyear Tire & Rubber Co., Inc. 
Johnson Belting Co. 
Manhattan Rubber Mfg. Division 
The Republic Rubber Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., inc. 
Thermoid Rubber Co. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
Millers Falls Co. 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 
J. H. Williams & Co. 


BLOCKS, CHAIN 
Ford Chain Block Co. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
Shafer Bearing Corp. 
S K F Industries, Inc. 
Sprout, Waldron & Co., Inc. 
T. B. Wood’s Sons Co. 
BLOWERS, FORGE 
Electric Blower Company 


BLOWERS, GAS AND OIL 
COMBUSTION 
Electric Blower Company 


BLOWERS, PORTABLE, 
ELECTRIC 


Electric Blower Compan: 
The Standard Electrical. Tool Co. 
United States Electric Tool Co. 


a TUBULAR AND 
TER TUBE 
Henry Vout “Machine Co. 


BOLTS, CARRIAGE 
Buffalo Bolt Co. 
Clark Bros. +> . 
Neely Nut & 
Russell, Busiel ‘e Ward Bolt & 
Nut Co. 


BOLTS, COACH OR LAG 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
Neely Nut & Bolt Co. 


BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

J. H. Williams & Co. 
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BOLTS, MACHINE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
Neely Nut & Bolt Co. 
SV & Ward Bolt & 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co. 


ay STUD 
Buffalo Bolt Co 
Clark Bros. Bolt Co. 


BONDING MATERIAL 
Quigley Co., Inc. 


BOXES, TOOL 
H. Gerstner & Sons. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. rporation 
B. Wood’s Sons Co. 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American —— Co. 


Pen eZ r Co. 
The D. T. ’ Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRICK, FIRE 
Quigley Co., Inc. 


BRONZE BARS, CORED AND 
SOLID 


Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
Indianapolis Brusn & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, BENCH, FLOOR, 
ETC. 


Indianapolis Brush “& Broom Mfg. 


tg Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
Sullivan Brush Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Dodge Mfg. Corp. 
Illinois Malleable Iron Co. 

BUFFERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
ae a Tool Co. 
N. Strand & 


Co. 
United States Electrical Tool Co. 


BUSHINGS, BRONZE 
Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 


CALIPERS 
Brown & Sharpe Mfg. Co. 
The L. S. Starrett Co. 


CANS, OILY WASTE 
W. Diener Mfg. Co. 
Harker Mfg. Co. 
P. Wall Mfg. Supply Co. 


CANS. SAFETY, —— 
Geo. W. Diener Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car — Co. 
Rowell Mfg. 
Safety Wrench & Appliance Co. 


CARTS, PUSH 
The Fairbanks Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 


CASTINGS, BRONZE AND 
ALUMINUM 


Arthur Harris & Co. 
T. B. Wood’s Sons Co. 


+ any GRAY, MALLEABLE 
rown & Sharpe Mfg. Co. 
itinols Malleable Iron Co. 
. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


CATALOGUES 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 


CEMENT, HIGH TEMPERATURE 
Quigley Co., Inc. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHARGING WAGONS 
The Fairbanks Co 


CHISELS, COLD 
Stanley Electric Tool Co. 


CHUCKS, DRILL AND TAP 
Millers Falls Co 
Morse Twist Drill & Machine Co 
The Standard Tool Co. 


CHUCKS, LATHE 
Cushman Chuck Co. 


CLAMPS, BELT 
T. B. Wood’s Sons Co. 


CLAMPS, “‘C” 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


CLAMPS, HOSE 
Boston Woven Hose & Rubber Co. 
Dixon Valve & Coupling Co. 


CLAMPS, GIRDER 
Bond Foundry & Machine Co. 








